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ADJUSTMENTS ON BIG 
LOSS WAIT RESULTS 
OF INVESTIGATION 


Companies Will Not Make Settlements 
Until Question of Liability Has 
Been Settled 


SUBROGATION SURE TO FOLLOW 











Property Loss of $20,000,000 Well Cov- 
ered by Fire, Marine and Plate 
Glass Insurance 





Attempts to estimate the amount of 
insurance loss.involved in the fire on 
Black Tom Island, New York Harbor, 
last Sunday, have proved unsatisfactory 
because of the different classes of in- 
surance affected, the diversified lines 
and the scattered ownership. The fire 
insurance companies that have been 
able and willing to state the amounts 
carried, report so far a total of about 
$3,500,000 of fire insurance, but this is 
far from being the total fire insurance 
involved. In addition there are large 
marine insurance losses and the plate 
glass losses actually reported up to 
Wednesday night, exceed $232,000. 

Await Investigation 

After a meeting of officers of the 
fire companies, held Wednesday after- 
noon, it was definitely decided to await 
the results of the investigations under 
way by the Federal and New Jersey 
State authorities before closing adjust. 
ments. ‘12 

Committee to Handle Losses 

As a result of the joint meeting of 
the companies, a special committee 
will handle all adjustments. The per- 
sonnel of the committee is identical 
with that of the Committee on Losses 
and Adjustments of the New York 
Board. 

Plate Glass Men Act Quickly 

The plate glass companies pressed 
into service every available employe 
who could act as surveyor in an effort 
to replace broken lights as soon as pos- 
sible. A special meeting of the plate 
glass companies was held on Monday, 
the proceedings of which and the ac- 
tion and losses of the individual plate 
glass companies will be found on an- 
other page. 

Estimated Loss Totals 

The largest loss was that of the Na- 
tional Storage Warehouse Co. The loss 
on its thirteen plants, including 30,000 
tons of sugar, 24,000 bales of tobacco, 
chemicals, salt, borax, etc., is estimated 
at $12,000,000, all of which was covered 
by insurance. The other losses are set 
at: Lehigh Valley Railroad, 85 cars, 

(Continued on page 15.) 
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“ Che largest fire insurance company in America’ 
ELBRIDGE G. SNOW, President 


THE HOME 


INSURANCE COMPANY 


NEW YORK 





Cash Capital, $6,000,000 
ALL BRANCHES OF FIRE INSURANCE. 


Automobile Registered Mail 
Commissions Rents 

Hail Sprinkler Leakage 
Marine—Inland-Ocean Tourists’ Baggage 
Parcel Post Use and Occupancy 
Profits Windstorm 
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North British 
and Mercantile 


Entered United States 


1866 Insurance Co. 


Established 1809 


Policyholders protected by the entire United States assets, 
with further guarantee in every policy, of protection 
by entire fire assets of the company which 
are many times larger. 


“FIFTIETH ANNIVERSARY YEAR IN THE UNITED STATES.” 
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EVERY ASSISTANCE PROVIDED NEW AGENTS 


BY THE 


EQUITABLE 
LIFE oF IOWA 


INCLUDING: 


HELP OF AGENCY SUPERVISOR IN GETTING STARTED 
FULL LINE OF POLICIES GOOD TERRITORY 
REMARKABLE DIVIDENDS THAT MAKE LOW NET COST 
SATISFIED POLICYHOLDERS 
TO WORK AMONG AND TO GET NEW PROSPECTS 


THROUGH CLOSE CO-OPERATION OF HOME OFFICE 
Operating in 16 States—Established 1867—50th Year in Business 


Address J. C. CUMMINS, President, DES MOINES, IOWA 











OVER THREE-QUARTERS 
OF INSURANCE HAD NO. 
WAR RESTRICTIONS 


Situation at Outbreak of European Con- 
flict—Various Methods Adopted of 
Eliminating Liability 








A STUDY OF CLAUSES IN USE 





Robert Lynn Cox of Life Presidents 
Association Makes Valuable Report 
on Situation 





Should life insurance companies use 
a war clause in times of peace? If 
s0, what character of restrictions would 
be reasonable as between the gen- 
eral body of policyholders and those 
who may engage in military or naval 
service? 


For the purpose of facilitating a dis- 
cussion of these questions a study of 
the policy provisions of 221 United 
States companies has been made by 
Robert Lynn Cox, general counsel and 
manager of the Association of Life In- 
surance Presidents. The results show 
the practices of the companies at the 
beginning of 1915, or before the Euro- 
pean war had advanced far enough to 
bring the subject seriously to the at- 
tention of the American companies. 
The 221 companies considered had at 
the close of 1915 99.75 per cent. of 
the approximate total insurance in force 
of $22,725,000,000. 

Seventy-seven Per Cent. of Insurance 
Without Restriction 

Out of this number it was found that 
122, with 77.18 per cent. of the insur- 
ance in force, issued policies at the 
beginning of 1915 with no restrictions 
as to military or naval service either 
in peace or war. One-half of these com- 
panies made no specific reference to 
the subject and the others had clauses 
stating specifically that there were no 
such restrictions. 

One of the largest companies uses 
the following clause: 

There are no restrictions under this policy 
on travel, residence, occupation, or military or 
naval service. 

Another large company uses this: 

The insured hereunder may engage in mili- 
tary or naval service in any State or country 
without notice to the company and without 
extra premium charge. 

Another clause that is used by sev- 
eral companies reads: 

No permit or extra premium will be required 
for military or naval service in time of war 
or in time of peace. 

How Restrictions Classify 

Of the remainder of the companies 
considered—those having restrictions— 
the policies of 70 were examined as 
representative of the entire group. The 
restrictions of these fall into two 
classes: 

1. Clauses which provide restrictions 
continuous with the duration of the 
contract and, therefore, permanent; 

II. Clauses in which the restrictions 
operate for a limited period only— 
usually the first policy year. 

Out of the 70 companies, the policies 
of 52 fall into the first or permanently 
restricted class, and the policies of 18 
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fall into the second or temporarily re- 
stricted class. The report states: 

“Tt should be noted that the restric- 
tions against military and naval serv- 
ice in time of war contained in the 
policies examined are generally condi- 
ditional and not absolute. That is to 
say, they contemplate the company’s 
consent, but upon conditions, either 
expressed in the policy or discretion- 
ary with the officers of the company. 
In the few instances where provision 
for the company’s consent to war serv- 
ice is absent, provision is made either 
for the accrual of a specified extra pre- 
mium, or the payment of a reduced 
benefit in event of death.” 

The following table gives a summary 
of the different classifications of clauses 
falling under the two sub-divisions— 
continuous and limited restrictions— 
and indicates the numerical strength 
and size of the company groups in 
each. The references to the amounts 
of insurance in force represented by 
the different groupings is merely for 
the purpose of showing the relative 
size of such groups. It is not intended 
to indicate that the insurance in force 
written by each group is all on the plan 
of which the classification is descrip- 
tive. Companies carried as issuing 
policies without restriction may have 
many restricted contracts on their 
books, and, on the other hand, there 
may be many unrestricted policies in 
the outstanding business of companies 
now issuing policies with restrictions. 
Another cause of possible variation is 
the fact that a given company may 
write both classes, according to the 
plan of insurance or the residence of 
the policyholder. The policies analyzed 
were the ones submitted by the com- 
panies themselves as being the most 
popular or typical and were taken to 
be fairly indicative of the kind of busi- 
ness being written before the full pos- 
sible significance of the European con- 
flict was realized. 


Examples of Clauses 


To assist in an understanding of the 
classification adopted in the accompany- 
ing table, the report gives the following 
typical clauses or excerpts with occa- 
sional comment: 


I-a. Continuous 
by War Service. . ; 

“Military or naval service of any kind in 
time of war by the insured without the written 
consent of the company is a risk not assumed 
by the company under this contract.” 

T-b-1. Continuous Restriction—Liability Lim- 
ited to Gross Premiums. : 

co * in such cases the amount of in- 
demnity shall be the sum of the gross pre- 
miums paid hereon.” 

I-b-2. Continuous Restriction—Liability Lim- 
ited to Net Premiums. 

“If death occurs after such military or naval 
service is entered into without such permit, 
the liability under this policy shall be limited 
to the amount of net premiums paid hereun- 
der.” 

I-b-3. Continuous Restriction—Liability Lim- 
ited to Legal Reserve. 

“In case of the death of the insured from 
service in war, without such permit the lia- 
bility of the company shall be limited to the 
reserve hereon.” 

I-b-4. Continuous Restriction—Liability Lim- 
ited to Cash Surrender Value. 

“Active service in the army or navy in time 
of war shall invalidate the insurance, except 
as to the cash surrender value of the policy, 
unless a permit for such service shall. have 
been applied for and granted by the company, 
and the extra premium therefor paid to the 
company on notification.” 


The provisions quoted above in para- 
graphs I-a, I-b-2, I-b-3 and I-b-4 are em- 
ployed in conjunction with the usual 
incontestable clausé which reads: 


This policy shall be incontestable after one 
year from its date, except for non-payment 
of premium, and except for violation of its 
conditions in regard to military or naval ser- 
vice in time of war. 

I-b-5. Continuous Restriction—Benefit Re- 
duced by Lien or Otherwise. 

(1) 

“Military or naval service in time of war 
shall not invalidate this insurance, but the in- 
sured shall be bound to-pay to the company 
a single extra premium of fifty dollars for 
each one thousand dollars insured to cover 
ihe risk of such service, which extra premium, 
if not paid in cash, shall be a lien upon this 
policy with interest in advance at five per 
cent. per annum.” 


Restriction—Policy Voided 


(2) 

“Service in the army or navy in time of 
war will restrict the liability of the com- 
pany to ten per cent. of the face of this pol- 
icy unless a permit for such service shal] have 
been applied for and granted and the extra 
premium therefor paid to the company.” 
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Classification of War Clauses 


I. CONTINUOUS RESTRICIION 
(Effect of War Service without Consent) 
a. Policy Becomes Void 
b. Benefit Becomes Reduced 


1. To Gross Premiums ......... 3 
2. To Net Premiums ........... 2 
3. To Legal Reserve ......c000- 22 
4. To Cash Surrender Value.... 3 
5. By Lien or Otherwise....... 4 
CEE GREE cxiweinccidnesevisecesas 


ss _ I 
II. LIMITED RESTRICTION (one or two years) 


a. Policy Becomes Void...........s.e+ 
b. Benefit Becomes Reduced 

1. To Gross Premiums ......... 8 

S To Legal RESP ceccesvcces 1 

5. By Lien or Otherwise....... 2 

C. Not Specified  ..i.ccccoccvessrccsserce 

WTAE, GEASS Theviciscvicscccessrsececises 


TOTALS OF CLASSES I AND II.......... 


Service Without Consent Not Specified. 


“If at any time he (the insured) engage in 
military or naval service in time of war (the 
militia not in active service excepted) l.e 
shall secure the company’s written consent and 
pay the extra premium therefor.” 

2 


. (2) 

“This policy shall be incontestable after two 
years from its date except for non-payment of 
premium and engaging in military or naval 
service in time of war, for which written per- 
mission must be obtained from the company.” 

Special Points of Interest 

“These last two clauses” comments 
the report, “seem to leave room for 
uncertainty as to how the Court would 
treat a contest by the company of its 
liability under a policy covering the 


No. of 


Companies Insurance in Force Dec. 31, 1915 


$123,333,975 
$22,212,556 


14,736,031 

487,972,831 

24,071,502 

107,507,653 
34 $656,500,573 
12 $189,128,626 


52 $968,963,174 


$433,744,745 
$1,491,449,130 
374,415,941 
1,677 608,569 
11 $3,543,473,640 
3 $57,916,533 
18 $4,035,134,918 


70 $5,004,098,092 








I-c. Continued Restriction—Effect of War life of a person who had died in mili- 


tary service in time of war, or as a 
result of such service, without obtain- 
ing the company’s consent to such 
service. 

“The war clauses employed in the 
second group of policies in the classifi- 
cation given above—those restricting 
war service for the first year or two 
of the policy—are, without exception, 
direct and explicit in their terms; and 
the duration of the restriction is in- 
variably co-terminous with the contest- 
able period limited by the _ incon- 
testable clause. There was, therefore, 
no occasion for the exception of the 
condition against war service from the 
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newals and bonus. 


Louisiana State Life 


CAPITAL $250,000.00 








AND OTHER PLACES 


We want Men who have had experience in appointing and 
directing Agents, and who are good producers themselves. 
To such, we will give good contracts with long-term re- 
Must be able to finance their own 
Agencies. You may write me in strict confidence. 


WILLIAM R. HELIE, Supt. of Agencies. 


SHREVEPORT, LA. 


Operating—LOUISIANA, TEXAS and ARKANSAS 
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W. T. CRAWFORD, President 






operation of the incontestable clause. 
The draughtsmen of these policies thus 
easily avoided the error, into which 
the draughtsmen of some of the policies 
in the preceding class seem to have 
fallen, of treating the exception in the 
incontestable clause as an affirmative 
prohibition of war service, and failing 
to prescribe either that (a) the policy 
should become void, or (b) that the 
benefit should become reduced, in event 
the person whose life was insured 
should engage in miltary or naval sery- 
ice in time of war without the consent 
of the company. Of these latter clauses 
which are classified under Group II in 
the table the following is a _ typical 
example: 

If the insured under this policy engages in 
military or naval service or in work as a 
civilian in any capacity whatever in con- 
nection with actual warfare during the first 
policy-year, there shall immediately become 
due and payable to the company a single extra 
payment of three per centum (3%) of the face 
of the policy. If the insured shall engage in 
such military or naval service or in such work 
as a civilian within the first policy-year and 
shall die within one year from the date of be- 
ginning such service or work, without having 
paid to the company said additional charge 
prior to the beginning of such service or work, 
the company’s liability hereunder shall be 
limited to one-fifth of the face of the policy. 

Terms of Consent 

The war clauses contained in the 
policies of only 21 of the 70 companies 
whose policies were examined specify 
the terms upon which the person in- 
sured may obtain permission to en- 
gage in war service. These 21 com- 
panies, however, represent 45 per cent. 
of the aggregate insurance in force 
of the 99 companies having restrictions. 

The policies of 19 of these companies 
provide for the payment of an extra 
premium. Of these, only four fix in 
advance the specific charge to be paid. 
One with $1,636,000,000 of insurance in 
force specifies, for war service during 
the first policy year only, a _ single 
extra payment of three per cent. of the 
face of the policy, in default of which 
the company’s liability is limited to 
one-fifth of the benefit promised; the 
other three, having $91,000,000 of in- 
surance in force, whose war restrictions 
are continuous, make the rate five per 
cent. and provide that the amount so 
becoming due shall be a lien with in- 
terest ‘chargeable at the rate of five 
per cent. in two instances and six per 
cent. in the other. 

The policies of a fifth company pro- 
vide for a maximum extra annual pre- 
mium of ten per cent. of the amount 
of the regular annual premium. The 
policies of the remaining fourteen com- 
panies in this group seem to confer 
upon the officers of the company, either 
by express terms or by necessary im- 
plication, the right to fix the extra rate 
for the war risk, subject only to such 
general restrictions upon the exercise 
of discretion as may govern them un- 
der the circumstances. This, in fact, 
appears also to be the legal effect of 
the failure to prescribe the terms of 
consent. 

A Unique Form 

The terms of consent of two com- 
panies, of the total of 21 whose policies 
prescribe the terms of consent, are 
unique. Except for the substitution of 
an estimate of the maximum yearly 
cost of the war loss for the guaranty 
of its limitation to ten per cent., the 
provisions of both clauses are as fol- 
lows: 


Military or naval service in war are not 
risks assumed by the company under this 
contract, unless the insured shall cause to be 
sent to the home office of the company * * * * 
in advance by registered mail, a written no- 
tice of his desire to be classed for one year 
as a member of the company’s yearly war 
class, in which class no extra premium will be 
required in advance but the actual losses to 
the company by war will be annually appor- 
tioned among the members of the said ese 
on the basis of the amounts insured under 
their contracts. This apportionment (which it 
is guaranteed will not exceed ten per cent. of 
the amount insured in any one year) may then 
either be paid in cash, or chetaed by the 
company as lien, with interest, against any 
maturing contract. Such mailing of notice 
shall be the sole and essential requisite for 
moneys geveite under each contract respect- 
ively. ending such apportionment, a sum 
equal to ten per cent. of its face will be with- 
held by the company in the settlement of each 
maturing contract. Such we "i notice 


(Continued on page 
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Why Wisconsin Ruled 
Against Disability 


COMMISSIONER HELD IT WAS 
ACCIDENT INSURANCE 








Clause Could Not Promise Payment in 
Addition to Face of Policy—Full 
Text of Ruling 





A special ruling made by Insurance 
Commissioner M. J. Cleary prohibits 
the use in Wisconsin of any disability 
clause in a life insurance policy pro- 
viding for the payment of any sum in 
addition to the life indemnity. This 
ruling was made on a policy which the 
Great Northern Life of Wausau, Wis., 
proposed to issue. In explaining the 
ruling in a letter to The Eastern Un- 
derwriter, Commissioner Cleary says: 


Com. Cleary States His Position 

“This department recently ruled that 
a disability clause providing an in- 
demnity on account of loss resulting 
from total and permanent disability 
due to accident or disease in addition 
to the life insurance indemnity, cannot 
be incorporated in the life insurance 
contract. 

“This ruling is based upon subdivi- 
sion 3 of Section 1897a of the Wiscon- 
sin Law, which requires each kind of 
insurance to be written in separate 
and distinct contracts. A_ disability 
clause providing benefits for total and 
permanent disability, where such in- 
demnity is deducted from the face of 
the life contract as paid, is permitted 
under subdivision 2, of subsection 12, 
of section 1960. This, however, is not 
a disability benefit in addition to life 
insurance, but a payment of a special 
surrender value of the life contract. 
The amount paid under this provision 
cannot, under a ruling of this depart- 
ment, exceed the principal of the life 
insurance policy. 

“I am enclosing a copy of a letter 
upon this subject which was addressed 
to Hon. Wm. A. Fricke, vice-president 
and general manager of the Great 
Northern Life of Wausau. This copy 
will explain the attitude of the depart- 
ment.” 

Full Text of the Ruling 

Because of the importance of this 
ruling, which makes illegal in Wiscon- 
sin the use of the disability clause as 
issued by most of the leading com- 
panies that include this feature in 
their contracts, the full text of Com- 
missioner Cleary’s ruling is given here: 

“I have before me the policy pro- 
posed to be issued by your Company, 
under which you are to pay to the 
assured, in the event of total and per- 
manent disability caused by accidental 
bodily injury or sickness, a monthly 
indemnity of one per cent. of the face 
amount of life insurance provided in 
such policy—this payment to be wholly 
independent of and without effect upon 
the life insurance contract. Under the 
provisions of this contract, a separate 


premium charge would be made for the 
disability benefit and the full amount 
of the life insurance would be paid in 
addition to such disability benefit at 
the maturity of the policy. A similar 
proposition has been presented for ap- 
proval by several other companies 
writing life insurance in this State. In 
each instance the approval of the de- 
partment has been withheld. 


Construing “Special Surrender Value” 


“It has been argued, in the case of 
other companies, that the word ‘Spe- 
cial Surrender Value,’ in subdivision 2, 
of subsection 12 of section 1960, is 
broad enough to permit a policy that 
provides for an annual payment to the 
assured, this payment to be a certain 
per cent. of the face amount of life 
insurance and to continue during the 
period of disability, regardless of the 
fact that such payment under the dis- 
ability clause might exceed the face 
value of the policy. In some instances 
it is proposed to reduce the policy of 
life insurance in the amount paid on 
account of the disability clause; in 
other instances it is proposed to make 
the payment on account of disability 
without in any way affecting the life 
insurance contract. 

“The term Special Surrender Value,’ 
in my judgment, cannot mean that the 
contract will have a greater value if 
the assured is disabled, as required by 
that statute, than such contract would 
have if it matured according to its 
terms. The contract has a surrender 
value without the aid of this section 
after it has been in force for two or 
more years. This surrender value is 
for many years less than the face of 
the policy. The provision incorporated 
in Section 1960 was, in my judgment, 
intended to permit a surrender value 
in excess of the ordinary surrender 
value. 


“This provision also nullifies, to the 
extent therein stated, the law pro- 
hibiting the writing of a policy of life 
insurance in which a health or acci- 
dent benefit would be combined with 
the life contract. It also exempts a 
policy issued by a life insurance com- 
pany and providing a benefit of this 
nature from the burden of the Stand- 
ard Provisions Law. On October 22, 
1915, this department ruled that a dis- 
ability benefit, not exceeding, however, 
the face of the policy, might be pro- 
vided in the life contract. 


Casualty vs. Life Policies 

“As I understand your argument, it 
is claimed that your policy does not 
fall within the provisions of subdivision 
12 of section 1960. Your contention is 
that the Standard Provision Law does 
not relate to life insurance companies 
organized under the laws of this State 
with a capital of $100,000 but is in- 
tended to apply to casualty companies 
writing a strictly health and accident 
business; and that subdivision 12 is in- 
tended to permit the incorporation of 
a disability clause in the contracts of 
life insurance issued by companies that 


do not have the specified amount of 
capital or which are not authorized by 
their articles of incorporation to do a 
health and accident business. 

“Section 1960 is general in its terms. 
It provides in the first subsection there- 
of that: 


On and after the first day of January, 1914, 
no policy of insurance against loss or damage 
for the sickness, or the bodily injury or death 
f the insured by accident, shall be issued or 
delivered to any person in this State, etc. 

“Subdivision 3 provides that: 

Every such policy so issued shall contain 
certain standard provisions, which shall be in 
the words and in the order herein set forth, 


etc. 

“The language of this section applies 
to no particular class of insurers, but 
does apply in general terms to indem- 
nity for loss on account of disability 
resulting from specified causes regard- 
less of the kind of insurer issuing the 
contract. It would be manifestly un- 
fair to hold that a company authorized 
to do a strictly casualty business would 
be compelled to carry the standard 
provisions in its policy, and at the same 
time hold that a company organized 
primarily as a life insurance company 
might issue an identical contract with- 
out these provisions. It would be 
equally unfair to hold that a life insur- 
ance company might incorporate into 
a life insurance contract provisions 
that would carry the same benefits for 
the same disabilities, thereby escaping 
the necessity of carrying the standard 
provisions. In my opinion Section 1960 
applies to all policies that provide an 
indemnity against loss on account of 
disability resulting from sickness or 
bodily injury, regardless of the purpose 
for which the insurer was organized. 
In my view subsection 12 of this sec- 
tion supports that contention, for the 
reason that it specifically excepts the 
particular policies which do carry in- 
demnity on account of such disability 
from the provisions of the section. It 
excepts liability policies, workmen’s 
compensation policies, blanket policies 
of insurance issued to municipal cor- 
porations or departments thereof, fra- 
ternal benefit societies which provide 
benefits on account of disability, and 
contracts of life insurance which pro- 
vide for premium waiver or special 
surrender values in the event of total 
and permanent disability resulting from 
accidental bodily injury or sickness. 


Why Accident Provision Don’t Apply 

“Section 1947a is urged as authority 
for the writing of a policy such as you 
propose to issue. This section reads 
as follows: 


Any life insurance company, incorporated un- 
der Section 1947 of the statutes for the year 
1898, with a capital stock of $100,000 fully paid- 
up, may engage in the business of personal, 
accident and health insurance, as its articles 
of association shall provide, and may issue 
such contracts either independently of or in 
conjunction with its life or endowment policies. 
Any foreign life company, by complying with 
this section, may also be licensed to transact 
such business, provided, that every such com- 
nany shall first comply with all the laws of 
Wisconsin relating to personal, accident and 
health insurance. 


“This section was enacted in 1903. 
It was on the books when Section 1960 


ROBERTSON LAW STANDS 


ENDORSED BY TEXANS AT POLLS 








Over 158,200 Vote for Retention of 
Investment Feature Without Any 
Modification Whatever. 





(Special to The Eastern Underwriter) 

Austin, Texas, August 2, 1916.—The 
people of Texas have spoken. They 
have set the seal of approval on the 
now famous compulsory investment 


feature of the Robertson Life Insur- 
ance Law by way of the polls. At the 
Democratic Primary Election held July 
22, when the question was made an 
issue after one of the most sanguinely 
conducted campaigns in the history of 
the State, the latest information shows 
that 158,253 citizens voted for the re- 
tention of the compulsory investment 
feature of the law without any change 
or modification, while 84,316 citizens 
voted against its retention, giving a 
majority in favor of the measure of 
72,937. 

It is expected that there will be an 
addition to the majority of over 10,000 
when the count is completed. The offi- 
cial count is not available at this time. 

There is an overwhelming sentiment 
in favor of the Robertson Law fully 
conceded by everyone. Practically all 
the legislative candidates who stood 
for the law and made it an issue were 
elected. Thus the people of Texas by 
an overwhelming majority in the re- 
ferendum vote demonstrated that they 
believe in the fairness and justice of 
this measure and will not stand for 
any change in same. 





was enacted in 1911 and re-enacted in 
1913. Under familiar rules of construc- 
tion, if the two sections conflict, the 
provisions of the latter must prevail. 

“Under the provisions of Section 
1947a, a foreign life insurance com- 
pany, complying with all of its require- 
ments, would be compelled to comply 
with Section 1960 if it issued a policy 
providing benefits on account of dis- 
ability due to sickness or accident, 
whether such contract was issued as 
a separate contract or in conjunction 
with the life contract of such company. 
I cannot conclude that the Legislature 
intended to impose this requirement on 
a foreign stock life insurance company 
and at the same time except a Wisconsin 
stock life company from its provisions. 

“Further, under the provisions of 
Section 1897g, enacted in 1909, a com- 
pany doing a life insurance business 
and a health and accident insurance 
business is required to have a capital 
of $125,000. This section undoubtedly 
has by implication amended Section 
1947a. 


Only a Separate Contract Can Cover 
“TI might say further that the wora- 
ing of Section 1947a is not such as 


(Continued on page 6.) 




















PRUDENTIAL DAY 
The National Pay-Day 


means a check for the family on the first of every week or month, 
through a Prudential Weekly or Monthly Income Policy. 


Prudential agents are finding these among the most interesting 





propositions in Life Insurance. 


THE PRUDENTIAL INSURANCE CO. OF AMERICA 


FORREST F. DRYDEN, President 











Home Cffiice: NEWARK, N. J. 








Incorporated Under the Laws of the State of New Jersey 
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PREPAYMENT SAVED POLICY 


TWO CASES SHOW ITS VALUE 





One Assured Actually Died Before Pol- 
icy was Issued—A Strong 
Closing Point 





Two instances recently occurred in 
the Mutual Benefit Life that show 
strikingly the value of prepayment, 
Last May J. Shimp, a representative 
of the Mutual Benefit connected with 
the West Virginia agency, secured the 
application of a business man of Farm- 
ington, for $5,000 insurance with the 
Mutual Benefit. The amount of the 
first annual premium was paid in full 
with the application and Mr. Shimp 
issued the Company’s binding receipt: 

The application was received at the 
home office on June 1. The examina- 
tion and everything connected with the 
case being satisfactory, the application 
was duly approved on June 2 and the 
policy was mailed to the general agency 
at Washington, D. C., on Saturday, 
June 3. 

An Unusual Case 

In the meantime, on May 26, two 
days after the date of the medical ex- 
amination, the applicant was riding in 
an automobile (he was an automobile 
dealer) when an accident occurred. 
The automobile left the road and 
plunged down an embankment. Mr. 
Straight was fatally injured and died 
the next day, May 27, before his appli- 
cation for insurance had even reached 
the home office of the Company. Since 
the first premium was prepaid, how- 
ever, and the application was approved, 
the insurance was in force and claim 
was paid June 16, 1916. The slight de- 
lay in making settlement was due to 
the fact that the policies were not re- 
ceived with proofs of loss. 

These facts will be of decided value 
in emphasizing the, need for prepay- 
ment in connection with other cases of 
a similar nature. 

Otis D. Arnold, of thhe Worcester 
agency of the Mutual Benefit, recites 
the following facts as an illustration of 
the great value of securing prepayment 
with the application. Mr. Arnold so- 
licited a man, who already had Mutual 
Benefit insurance, on the basis of his 
age change November 1. Examination 
was made on October 31 at his office 
at 6 P. M., the application being written 
for $1,000, although there seemed to be 
some chance to increase the amount. 
As for the subsequent events, we quote 
from Mr. Arnold’s story of thhe trans- 
action: 

“When I had him examined, I got a 
settlement and issued the necessary 
binding receipt, at the same time urg- 
ing him to increase the amount. He 
suggested that I call up his wife the 
following day by ’phone and ask her 
about it, and in the meantime he would 
talk the matter over with her, as he 
was willing to do whatever she said. 

“The examination was made on 
Thursday, the application was mailed 
on Friday and on Saturday the man 
was taken to a hospital to be operated 
on. He was sick for three or four 
months and the wife was astonished 
when the policy was delivered to her 
as she never expected the Company to 
issue a policy on account of her hus- 
band’s operation and subsequent sick- 
ness.” 





REPORTS 40 PER CENT. INCREASE 


The $100,000 Club convention of the 
National Life, U. S. A., will be held in 
Chicago August 22, 23 and 24. An at- 
tendance of about 150 is expected. The 
growth in the Club membership has 
been coincident with the growth of the 
Cempany, which reports a 40 per cent. 
increase in business for the first six 
months of 1916 over the same period 
of 1915. Among the newer phases of 
insurance development to be discussed 
is “Bank Co-operation and Advertis- 
ing,” as recently instituted by the St. 
Louis Union Bank, and followed by 
various banks throughout the country. 


MICHIGAN REVERSES ITSELF 





Companies May Now Use Disability 
Clauses Providing Additional Benefits 
in Life Policies 





To add further to the complex situa- 
tion confronting the companies in con- 
nection with the use of disability 
clauses in life policies, Insurance Com- 
missioner John T. Winship, of Michi- 
gan, has just made a ruling to the effect 
that the companies may provide addi- 
tional benefits by a disability clause in 
their policies. This is a reversal of 
the Michigan department’s position 
taken in the past. Commissioner Win- 
ship’s ruling reads: 

“The Department has in the past re- 
quired that additional benefits for ac- 
cidental death, provided in connection 
with life insurance policies, shall be by 
an independent contract complying in 
all respects with the Accident and 
Health Standard Provisions law of this 
State, but in the future companies 
authorized to transact both life and 
accident insurance in Michigan will be 
permitted to issue in this State life in- 
surance policies containing additional 
accidental death benefits without incor- 
porating the standard provisions re- 
quired in accident and health policies, 

“Such provisions shall contain no 
limitations as to the time of filing proof 
of death or giving notice of injury, ex- 
cept as permitted by Act 187, P. A. 
1907, and which limitations apply in 
case of death from any and every 
cause.” 


NAME NEW YORK DELEGATES 





Sixteen Life Underwriters to Go to 
St. Louis for National Association 
Convention 





President Lawrence Priddy, of the 
Life Underwriters Association of New 
York, announces the appointment of 
the following sixteen members as dele- 
gates to the St. Louis convention of 
the National association: 

W. F. Atkinson, N. W. Mutual; J. 
N. S. Brewster, Jr., Pacific Mutual; 
W. N. Compton, John Hancock Mutual; 
F. O. Dunning, Penn Mutual; Chas. 
Jerome Edwards, Equitable; R. W. 
Goslin, Prudential; Henry Hale, Equi- 
table; E. W. Hester, Massachusetts 
Mutual; S. S. Landau, New York Life; 
R. H. Mackey, New York Life; Sigour- 
ney Mellor, Provident Life & Trust; 
Lawrence Priddy, New York Life; C. 
D. Silvernail, Provident Life & Trust; 
R. A. Van Alst, Mutual Life; S. S. 
Voshell, Metropolitan; A. Rushton Al- 
len, Provident Life & Trust. 





Had No War Restrictions 
(Continued from page 2.) 

shall be the sole and essential requisite for 
entrance into this war class and in accepta- 
tion of its conditions of membership, and shall 
act as a waiver of all restrictions against mili- 
tary or naval service in war. In the event 
of the death of the insured through service 
in war without membership in the yearly war 
class as thus defined, and without first ob- 
taining a special permit for such service, the 
reserve under the policy only will be due. 

Protecting Disability Clause 

The inclusion in policies of life in- 
surance of provisions for the waiver 
of premiums and other benefits in event 
of the disability of the persons whose 
lives are insured gives rise to a fur- 
ther hazard, which war service must 
certainly augment. The recent origin of 
these clauses would seem to explain 
the absence from many of the policies 
examined of provision for the protec- 
tion of the companies from increased 
losses on this account. The situation 
presented in event of war by the pres- 
ence of a disability clause in the policy 
is met by one of the companies as 
follows: 

The Sorqgoing provisions for waiver of pre- 
mium shall immediately terminate either, (a) 
if written request of the insured therefor is 
received at the home office of the company to- 
gether with the policy for endorsement, or, 
(b) if the insured shall, voluntarily or in- 
voluntarily, engage in military or naval ser- 
vice in time of war or in any work as a 
civilian in any capacity whatever in connec- 
tion with actual warfare. 





PURELY MUTUAL THE CHARTERED 1857 


Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,420,012,571 
SATISFIED POLICYHOLDERS each year apply for over 35% of the new 


insurance issued. 
NORTHWESTERN POLICIES are easiest to sell and stay longest in force. 
Mortality 60.31%. Interest 4.95%. Expense 10.46%. 
AGENTS PROTECTED by enforced No-Brokerage and Anti-Rebate Rules. 
































It Will Pay You to Investigate 
Income Insurance Before Selecting Your Company Large ‘‘Dividends ’’ 
° Write to 
Corporation Insurance H. F. NORRIS Low Cost 
Partnership Insurance Superintendent of Agencies Service Policy 
Milwaukee, Wisconsin 
66 Years Old Mutual 


NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
FRED A. HOWLAND, President 
PART OF THE 1915 RECORD: 


Largest paid-for new business. 

Largest payments to policyholders. 

Largest dividend payments. 

Passed two hundred millions in insurance in force. 
General surplus substantially increased. 

Dividend scale increased fifth time in eight years. 


A good policyholders’ company is a good company for the agent, 


Write to Edward D. Field, Superintendent of Agencies, Montpelier, Vermont 








There are no deaths from alcoholism in the 
TOTAL ABSTINENCE DEPARTMENT 
OF THE 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 


When you show this fact to a total abstainer we get his application. 
It is competition other agents can’t meet. It will pay you to work for us. 
Write for information. 


EMMET C. MAY, President 


O. B. WYSONG, Secretary HENRY LOUCKS, Supt. Agts. 











Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CoO. 
By the State of Texas, June 28, 1915 

**It is noteworthy that this Company was organized without any promotion expenses.”’ 

‘I beg to report further that I find the Company in excellent financial condition.” 


**The volume of its business has steadily increased, its surplus is growing rapidly and 
its funds are being carefully conserved under expert supervision.”’ 


Home Office, DALLAS, TEXAS 














American Central Life 


Insurance Company 


INDIANAPOLIS, INDIANA 


Established 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 
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EXPERIENCE IN WAR TIME 


ALL ADVERSELY AFFECTED 





Report of British Equitable Shows a 
Full Year’s Operations Under War 
Conditions 





From Manchester “Policyholder” 

With few exceptions all our life of- 
fices have been adversely affected by 
the war, and have, among other things, 
shown a falling off in results in the 
new business department, and the 
British Equitable would hardly be ex- 
pected to escape the general experi- 
ence. ‘The report for the year ending 
January 31, 1916, covers a full twelve 
months of war time, and “as the di- 
rectors have not felt justified in ac- 
cepting proposals which include mili- 
tary and naval risks, the new business 
necessarily shows a decline as com- 
pared with the figures of the previous 
year.” Nevertheless, the results ob- 
tained were in the circumstances quite 
satisfactory and encouraging. The di- 
rectors had before them 319 proposals 
for assurances of £164,073, of which 43 
were uncompleted for various reasons 
and 276 policies were issued for sums 
amounting to £145,088, of which £2,500 
was re-assured and £142,588 retained at 
the Company’s risk. These figures are 
more than enough to indicate the con- 
tinued popularity and influence of the 
British Equitable. 

Favorable indications are again sup- 
plied by the accounts in regard to 
mortality, expenditure and interest— 
representing the principal sources from 
which a life office draws its profit. The 
claims, including a sum of £7,650 on 
account of war claims, amounted to 
only 91.5 per cent. of the sum expected 
under the mortality tables used in the 
valuation; apart from payments aris- 
ing from deaths on active service the 
percentage was under 83. A further 
reduction in the expenses of the life 
department is an earnest of the de- 
termination of the control to conduct 
the business with the utmost economy 
compatible with efficient management. 
Then as regards interest, the average 
rate earned on the life funds was £4 
3s. 5d. per cent. gross, which, after 
deducting income tax, leaves a net 
yield of £3 11s. 5d. per cent., as com- 
pared with a valuation rate of 3 per 
cent. 





EQUITABLE’S SIX MONTHS 





Details of Society’s Business for Half 
Year—$95,534,000 New Paid-for 
Volume 





Following are some details of the 
business of the Equitable Life Assur- 
ance Society for the first six months 
of 1916: 

New business, paid for..... $95,534,000 
Sub-divided into 

rr $80,323,000 

a 15,211,000 
Increase in regular business 

CVG TRUS ones vctcrsecses 19,433,000 
Increase in group business 


GUAR BOGE Sekai sscksddakes . 11,727,000 
Total increase in new busi- 
ME bxdcs dasnseneneseewe 31,160,000 


Net increase in insurance in 
force between July 1, 1915, 
eg ee 64,297,000 
New premiums for first six 
TI 6 a 00.0 4000304980065 
Total premiums for first six 
DE. Sccnauad cscesenetee 30,435,000 
Increase in premium receipts 


4,537,785 


over first half of 1915.... 2,028,000 
Increase in interest receipts 

over corresponding period 

SS aera 493,700 
Claims paid during first ‘six 

ER ei edu eau ensiaons 12,408,000 
Matured policies and other 

cash payments to policy- 

DED vee ssc eeswbines aie 18,074,000 
Total payments to policy- 

CED avs eaaesewiekeusd 30.482.000 


MASSACHUSETTS AGENTS MEET 





Plans for Convention of Agents’ 
Association at Springfield, August 
18 and 19 





The General Agents Association of 
the Massachusetts Mutual Life will 
hold its annual meeting at the home 
office at Springfield, August 18 and 19. 
An interesting and profitable program 
has been arranged and the topics to 
be discussed include several phases of 
actual selling problems. 

President William W. McClench will 
welcome the visitors and addresses will 
also be made by E. W. Snyder, retiring 
president of the Agents Association; 
Warren C. Flynn, of St. Louis; John L. 
McFeely, Pittsburgh; Alexander Cowen, 
New York; E. J. Meyer, Montgomery; 
Laurence C. Whitten, Cincinnati; A. C. 
Smith, Mattoon, Ill.; H. K. Hill, Louis- 
ville; and ‘Stewart Anderson, editor of 
the Company paper the “Radiator.” 

Superintendent of Agents Joseph C. 
Behan will preside at the banquet and 
President McClench and Mr. Snyder 
will respond to toasts. The entertain- 
ment of the visitors has been well pro- 
vided for with a number of attractive 
features. 





MUTUAL MEN AT. NIAGARA 





Arthur E. Morrison, of Portland, Presi- 
dent—Vice-Presidents Elected— 
Meet at Coast City Next Year 





The Eastern $100,000 division of the 
Mutual Life’s Field Club met at the 
Clifton Hotel, Niagara Falls, last Thurs- 
day and Fr day, with 120 delegates who 
qualified. Of this number 23 were 
from New York City. 

Arthur E. Morrison, of the Portland, 
Maine, agency was elected to the presi- 
dency, succeeding W. B. Clin, of De- 
troit, who was ineligible for re-election 
owing to his having made the $200,000 
section. Each agency qualifying five 
or more delegates became entitled to 
a vice-president, the election resulting 
as follows: Pittsburgh, John A. Miller; 
New York, Max Bouchcoin; Rochester, 


Chas. A. Cannon; Indianapolis, Henry 
Wilson; Detroit, Frank A. Beers; Cin- 
cinnati, Miss M. D. Carstons; Cleve- 


land, Geo. E. Floyd; Portland, W. H. 
Lord; Terre Haute, John J. Keller. 

Although Detroit had been tentatively 
decided upon as the site for the 1917 
convention of the Eastern Division, the 
delegates expressed a preference for 
either Atlantic City or Portland, Maine, 
and one of these two cities will be 
selected. 





SHAMES THE MEN 





Miss Woodward, of Equitable, Makes 
Spectacular Finis for Century Club 
Qualification 





Miss Constance Woodward of the 
Women’s Agency, N. Y. City, of the 
Equitable Life Assurance Society, made 
a spectacular finish in the Century Club 
race qualifying at the eleventh hour. 
Miss Woodward did not seriously enter- 
tain the idea of qualifying until she 
found she had practically enough in 
premiums but needed about $50,000 of 
volume. Late in the month she re- 
solved to qualify and closed the Oriental 
Silk Printing Company for a group 
policy, “simply from necessity,” as she 
describes it. 

This parallels the experience of Isidor 
Rauh who qualified for the Quarter 
Million Club on the last day. He also 
had the necessary premiums, but needed 
the vclume. A few large cases went 
back on him. He gritted his teeth and 
determined to write a group case as 
the only way to obtain the large volume 
necessary. He secured it by insuring 
the employes of the LeBlonde Ma- 
chine Company. 


FORM NOVEL AGENTS’ CLUB 





Monthly Luncheon at Which Leaders 
Eat Free and Tail-enders Pay 
the Freight 





Seven members of the Stock Ex- 
change branch, Chicago, of the New 
York Life, have formed a club which 
they have named the “Inspiration 
Club,” its object being to inspire the 
men to greater achievements and aid 
them in making the 1917 club. They 
will meet monthly and have luncheon 
at one of Chicago’s best hotels and the 
experiences of the preceding month 
will be discussed fully. 

At each meeting the secretary will 
read a report of the paid club business 
of the preceding month and only the 
man having paid for the most business 
will eat free, the other six paying all 
expenses of the meeting, being as- 
sessed on a graduated scale in accord- 
ance with the amount of business paid 
fer by them. Those ranking last or 
close to last are to be penalized rather 
heavily, making such a position on the 
list a good place to avoid. 

The members are F. J. Pfeiffer, J. C. 
IX. Allum, S. Panos, C. C. Whitehill, 
Fk’. Harwood, P. B. Cornell and J. F. 
Schwab. Mr. Whitehill was elected 
president, Mr. Allum secretary and Mr. 
Cornell treasurer. Most of these men 
are either club members or ex-club 
members and all are club timber. They 
are of about even caliber and each 
month should furnish a spirited contest. 


SOUTHERN STATES MEN MEET 





Have Live Convention at Wrightsville 
Beach—New Officers of Anniver- 
sary Club 





The Anniversary Club of the South- 
ern States Life had a record gathering 
at its convention at Wrightsville Beach, 
N. C., which closed on Wednesday. The 
two leading producers for 1916 are from 
South Carolina, Fred Hines being presi- 
dent and W. S. Cogburn, vice-president. 

The following were present from the 
home office: 

President Wilmer L. Moore, Secre- 
tary-Treasurer Frank Orme, Medical Di- 
rector Dr. W. S. Kendrick, Agency Sec- 
retary Robert F. Moore, Agency Man- 
ager W. S. McLeod. 





Live OPPORTUNITIES are OPEN 
for AGENTS who CAN DELIVER 


Men capable not only of writing 
applications but of collecting the 
premiums, are always welcome to 
our forces and can be advanta- 
geously placed. 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE 
Superintendent of Agencies 


7 W. Madison St., Chicago, Ill. 











dividend record has good 


A COOD OPENINC 


An old, well established, progressive life insurance company, with unexcelled 
opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 


PHILADELPHIA, care of The Eastern Underwriter 


105 William St., New York City 








Insurance in force, 7 Policies for 


It stands alone in that result. 
Total premiums received, Dec. 


VHAT NO OTHER COMPANY HAS DONE " 
To repay to its pean holders in Death Claims, Endowments, Dividends, Surrender 
Values, Annuities and other credits more than they have paid to it in premiums. 


1, 1846, to Dec. 
Total.returned to Policy-holders, as above noted, in same period......... 
Excess of amount returned.............sse00- 


Poe eeeEeEOOCOSOOCOOCOO OOOO TT eee 


The Connecticut Mutual Life Insurance Company, 
PRESIDENT JOHN M. TAYLOR, HARTFORD, CT. 


$237,784,931.79 


31, 1915 }302,236,187.70 
311,968, 360.63 
917320172.93 








GAINS 


In written business. 

In paid-for business. 

In amount of insurance in force, 

Material gains for the first six months 
of 1916 over the same period in any 
previous year. 


Incorporated 1844 





WHY 


Its record of 72 years. 

Its unexcelled contracts. 

Perfect co-operation between Home Office 
and Agency force. 

Prompt service to Agents and policy- 
holders. 

A corps of agente content, knowing that 
there is none better than theirs. 


GENERAL AGENCY OPPORTUNITIES FOR ENERGETIC MEN 


STATE MUTUAL LIFE ASSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 


BURTON H. WRIGHT, President 




















J. C. WILSON, 
President 





FOR AGENCY CONTRACTS ADDRESS 


H. M. HARGROVE, Vice-President 





An opportunity for rapid advancement is offerea to men 
who are willing—and will. 








J. S. EDWARDS, 
Secretary 





BEAUMONT, TEXAS | 
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Why Wisconsin Ruled 
Against Disability 
(Continued from page 3.) 
would permit the incorporation of the 
health and accident policy in the life 
insurance contract. I do not under- 
stand that the term ‘in conjunction 
with’ means an incorporation in the 
life contract, as is proposed by your 
policy. If you are authorized under 
this section to issue this form of con- 
tract, the health and accident policy 
issued in conjunction with the life con- 
tract would have to be a complete con- 
tract. in itself and subject to all the 
requirements of our statute with ref- 
erence to this kind of contract. 
“Subdivision 3 of Section 1897 of our 
statute reads as follows: 


(3) Life Insurance.—Upon the lives or health 
of persons, and every assurance pertaining 
thereto, and to grant, purchase or Hiepese of 
annuities and endowments. 


“Subdivision 4 of this same section 
reads: 

(4) Disability Insurance.—Against bodily in- 
jury or death by accident, and upon the health 
of persons. 


“Subdivision 3 of Section 1897a reads 
as follows: 


3. Insurance under each subsection of Sec- 
tion 1897 shall be written in separate and 
distinct policies, except that the same policy 
may embrace risks specified in subsections 1] 
and 12 or 4 and 5. 


“It is urged that subsection 3 of Sec- 
tion 1897a does not prevent the writing 
of a policy such as you propose, be- 
cause subdivision 3 of Section 1897 
contemplates by the language ‘Upon 
the lives or health of persons, and every 
assurance pertaining thereto,’ a con- 
tract of the kind that you propose to 
issue; that is, a contract providing for 
life insurance as well as indemnity for 
loss on account of sickness or bodily 
injury. 

“Subdivision 3 of Section 1897 is an 
old provision of our law. It existed at 
a time when health and accident in- 
surance was little used. When this 
form of insurance grew to the import- 
ance that warranted it in being digni- 
fied by a separate classification in the 
statute, subdivision 4 of that section 
was enacted, and the health and acci- 
dent business was set off in a class by 
itself entirely separate and apart from 
the life insurance business. 

Capital Restrictions 

“Section 1897g indicates beyond ques- 
tion, in my judgment, that subdivision 
3 of Section 1897 is not broad enough 
to cover a contract providing a life 
insurance indemnity and a health and 
accident benefit, and thus escape the 
provisions of subsection 3 of Section 
1897a. This section (1897g) provides 
that ‘no stock insurance company shall 
transact the business of insurance un- 
less: 

(a) It has a capital stock actually paid, in 
cash or invested as provided by law, of at 
least one hurdred thousand dollars for the 
insurance specified in any one subsection of 
Section 1897; 

(b) With an additional fifty thousand dol- 
lars for the insurance mentioned in any other 
subsection which may be transacted by such 
company; 

(c) Provided, that the capital stock required 
or to be added for transacting business un- 


der either subsection 4 or 14 need not exceed 
twenty-five thousand dollars; 


“Under the provisions of these sec- 


WEEKLY PRODUCERS CLUB 





Mutual Benefit Forms Novel Agents’ 
Organization—To Use Special 
Seals on Applications 





The Mutual Benefit Life has formed 
a novel agents’ organization, known as 
‘tbe Weekly Producers Club. In order 
to become a member of this club an 
agent must produce at least one appli- 
cation a week for five consecutive 
weeks. ‘The neophytes, those who have 
produced an application a week tor five 
weeks, are entitled to attach blue 
seals to the agents certificate of each 
application turned in. ‘the name otf 
the Company and the words “Weekly 
Producers Club” appear on the seals. 

Those agents who mainiain consecu- 
tive weekly produciion tor from 25 to 
50 weeks become members of the red 
seal class and may use red seals in- 
stead of blue ones on their applica- 
tions. It was the original intention to 
put those who hold their membership 
in the club for trom 50 to 75 weeks in 
a purple seal class, but, owing to the 
inability to secure purple paper for the 
seals, this class has been changed to 
green. 

Those who hold membership for from 
5t to 75 weeks, therefore, can use 
green seals. Silver seals will be pro- 
v.ded for those who produce for from 
75 to 100 weeks consecutively, and gold 
seals for those who nave produced one 
application ‘a week for 100 or more 
weeks. 

For purpose of uniformity two new 
rules have been adopted for the future, 
as follows: 

(1) An application must be actu- 
ally written and completed (including 
examination) during the week in order 
tu count. In other words, the record 
will be based on completed applica- 
tions. 

(2) In order to be entitled to vaca- 
tion credit an agent must state before 
a lapse in his production that he in- 
tends to take a vacation. That is to 
say, an agent after failing to produce 
for a week shall not have the privilege 
te excuse his lack of production on the 
ground that he was taking a vacation. 








tions a company with one hundred 
thousand dollars of capital is author- 
ized to transact all of the business 
specified under subdivision 3 of section 
1897. (But in order to transact the 
business covered by subdivision 4 of 


Section 1897, which is the health and 


accident business, it must add twenty- 
five thousand dollars to its capital. 
Section 1897g was enacted in 1909, and 
must be accepted as expressing the 
construction to be put upon the sub- 
divisions of Section 1897 by the Legis- 
lature. 

“My conclusion is that the disability 
clause to be incorporated in contracts 
of life insurance is limited by the pro- 
visions of subsection 12 of Section 1960, 
and that the amount of disability bene- 
fit shall be limited to a sum not ex- 
ceeding the face value of the policy, 
such disability benefits when paid to 
reduce the life insurance indemnity 
promised in a sum equal to the pay- 
ments under the disability clause.” 











Satisfied Home Office! 
Contributing causes: 


and Field. 








Busy! Busy! BUSY! 


Great days, these, for life insurance. The public is buying with unprec- 
edented freedom. Our representatives are getting a most liberal share. 
Delivered business far ahead of last year to date. 


Prosperous Field!— 





Unexcelled policy contracts, enviable low cost, 
high reputation of Company, strong backing of Field by Home Office, 
excellent Field magazine, and fraternal relations between Home Office 
Occasicnally we have a General Agency opportunity. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 
Incorporated 1851 








THE 
First Mutual 


Chartered in America, 1835 


New England 
Mutual Life 


Insurance Co. 


BOSTON, MASSACHUSETTS 


ALFRED D. FOSTER, President 
D. F. APPEL, Vice-President 





FINANCIAL STATEMENT 
Assets, Jan. Il, 
‘sw wtbewe'a'e $74,274,980.68 
ee eee 69,154,791.00 


Surplus .......... $5,120,189.68 


The New England Mutual’s recognized 
position in the front rank of American 
companies is the result of seventy-two 
years of honorable, capable and equitable 
dealing. If you are a “front rank” man 
—you want to be identified with such an 
institution. 


EDWARD W. ALLEN, Manager 
217 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


The “Home Life” 


The fifty-sixth annual state- 
ment of the Home Life 
Insurance Company, of which 
George E. Ide is President, pre- 
sents a record of substantial 
benefits to its policy-holders 
during the year and a solid 
growth in financial strength. 

Assets increased _ to 
$32,029,439.71 after paying to 
policy-holders $3,447,381 in- 
cluding dividends of 


$602,721 


The insurance in force was 
increased by $4,766,740 and 


is now 


$125,660,173 


For Agency apply to 


GEORGE W. MURRAY, 


Supt. of Agts. 
256 Broadway, New York, N. Y. 














FOUNDED 1865 


Unexcelled In 
Favorable Mortality 


AND 
Economy of Management 


The 
Provident Life 


and Trust Company 
OF PSRLADELPIGA 





Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends 


Build Your Own Business 


under our direct general agency contract 


Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 


JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 











Perfect Protection Policy 


OF THE 
RELIANCE LIFE 


gives you something absolutely new 
and different to talk to your pros- 
pects. Gives you a chance to earn 
more money than you ere now 
making. 

Our Life Insurance Contracts con- 
tain the most to date clauses 
known to the Insurance World. 
The Accident and Health gives full 
protection for at least a third less 
cost than regular casualty com- 
panies. Our agency contracts are 
as liberal as can be made. 


WRITE AND WE 
YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company 
of Pittsburgh 
FARMERS BANK BUILDING 
PITTSBURGH, PENNSYLVANIA 








Goo work is recognized by this 

Company. Men with their 
future before them should listen. If 
you wish a place where you can 
grow, where the Home Office knows 
first hand what you are doing and 
what your ambition is, if this hits 
you, think it over—then act. 


Pittsburgh Life and 
Trust Co. 


Home Office, Pittsburgh, Pa. 


W. C. BALDWIN 
President 


HOWARD S. SUTPHEN 
Vice-President & Manager of Agencies 











Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Ine. 1851 


New policies with modern provisions 


W.D. Wyman, President 


Attractive literature 


W.S. Weld, Supt. of Agencies 
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| Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 


























Edward P. Farrell, of the 
He Albany branch of the New 
Would York Life, says: “There are 
Not many ways of selling life in- 
surance, but I want to say 
that until a man understands what he 
js selling he cannot be a success. In 
life insurance, there is so much to 
learn right along, that one must study 
it all the time. However, the only way 
to sell life insurance is to feel so en- 
thusiastic about it all the time that 
you have simply go to tell the other 
fellow how you feel, and look it as you 
tell him; otherwise it is really very 
hard to get the fellow interested at all.” 
You might write out the best possi- 
ble treatise on why a man ought to in- 
sure, and mail it to a man who actu- 
ally wanted insurance, and you know 
perfectly well that he wouldn’t sign 
an application ane pend it back. 


W. S. Cochrane, gen- 
eral agent of the 
Mutual Benefit Life 
of Newark, in Peoria, 
Tll., says: 

“If you will ask for them you will 
get them. Doesn’t the conductor on 
the street car get your nickel when he 
asks you for it, yet you haven’t had 
service rendered at the time? 

“The company could just as well (so 
far as loss is concerned) collect as you 
get off. Isn’t it a fact that you have 
been asked so often for your fare that 
you just mechanically hand it out? Just 
so will you get your settlement when 
you write the application if you will 
ask for it. Your man is not much over 
half sold when he is to pay on delivery. 
Look at the time lost, actually lost, in 
having to go back and hunt him up, 
for, if he is a farmer, he may be miles 
away ‘helping hay,’ or, if a business 
man, may be out of town or out of the 
office when you call. You can get a 
prepayment nine cases out of ten if 
you try. The Boise Agency so far this 
year has a 100 per cent. record on 
prepayments. ‘The Wichita, Kansas, 
Agency shows better than 90 per cent. 
this year and some men in this agency 
do better than 90 per cent. every 
month. 

“With these facts before you try and 
get prepayments and ask in the tone 
and manner of the conductor and you 
will get what you want. 

“What’s the difference to the policy- 
holder whether he pays you now or in 
ten days from now? However, there 
is a difference to the policyholder, or 
ought to be, and that is that the Com- 
pany assumes the risk from date of 
examination instead of the man’s 
family. Many claims are paid yearly 
because of prepayments. Many policies 
fail of delivery because not prepaid.” 

*> *# 


Prepayments— 
Why Don’t 
You Get Them? 


President A. R. Roberts, 


Making of the Amicable Life, of 
the Waco, Tex., sets a high 
Delivery standard for his represen- 


tatives, and he makes fre- 
quent suggestions that are helpful to 
the fieldmen. Concerning delivery of 
the policy he says: 

“Obtaining the application and a 
settlement therewith is not the end of 
an agent’s duty to’his client. It is true 
that such is the case in the custom of a 
large majority of life insurance sales- 
men, but notwithstanding that fact, it 
is very poor business, nevertheless. 

“Even if you have the application 
and a settlement, you should see that 
the applicant and the doctor get to- 
gether as soon as possible. Careless- 
ness in this respect loses a surprisingly 
large amount of otherwise good busi- 
ness each year. If you allow the 
applicant to get ‘cold’ and change his 
mind—even though you have a settle- 
ment on the application with which to 
force the issue and suffer no loss of 


commission yourself—you are hurting 
yourself, and the Company and your 
client. 

“The Amicable does not wish dis- 
satisfied policyholders. If you force an 
applicant after he has changed his mind 
you create a dissatisfied client at once, 
and it is poor business. 

“If life insurance is properly sold 
and properly delivered, the agent has 
made a friend for both the Company 
and himself. 

“When the policy comes for delivery, 
take it to your client at once. Con- 
gratulate him on his success in passing 
the examination and tell him that you 
were very anxious to get it into his 
hands just as soon as possible. Go 
over the policy in detail and be sure 
that he understands it most thoroughly. 
Arouse his confidence, in every man- 
ner possible and before leaving him, 
suggest that he give you the names of 
some of his friends who might possibly 
be interested in the same kind of a 
policy. If you want a man’s real friend- 
ship, get him to do a favor for you! 

“If your work is well done, your end- 
less chain of prospects will grow with 
surprising rapidity and you will have 
no dearth of good material to work on. 

“As it is our custom to issue addi- 
tional insurance upon the same medical 
examination within three months, al- 
ways attempt to get an additional ap- 
plication within that time. Many agents 
write one-third of their business in this 
way and find that it is much easier to 
write the additional than it was the 
original policy.” 

* o* 7” 
Set a given goal for your- 
Value of self and then bend every 


Agents’ effort to reach it. There 
Clubs is no better recipe for suc- 
cess in salesmanship than 

this. The psychological value of a de- 


firite goal to strive for or a specific 
purpose to accomplish has been fre- 
quently demonstrated. The very act 
of girding oneself for the supreme 
eftort of trying to reach such a goal 
tends to give one the necessary 
strength or ambition to crown one’s 
efforts with success and accomplish 
the seemingly impossible. 

Therein lies the chief value of 
agency clubs. They furnish set goals 
to spur you on to greater business- 
getting efforts. They give you some- 
thing definite to strive for, and if you 
succeed, recognition of the fact comes 
to you through honorary membership 
in this representative organization. It 
is an honor to belong to a club of which 
any agent may well be proud. It en- 
rolls him among the leading producers 
of the company and gives him a stana- 
ing among its agents which he could 
acquire in no other way. 

By setting your goal far enough 
ahead of the one realized last year so 
that a successful finish will be attained 
only through greater effort and harder 
work than your record for the year 
1915 showed, you will be doing your- 
self an inestimable service. You will 
te rousing yourself to greater achieve- 
ments. 

Plan your work ahead go that it will 
not be necessary to adopt eleventh 
hour methods at the close of the year 
only to find out that you have failed 
to attain your goal. Don’t look to to- 
morrow to make up your shortcomings 
of to-day. Forget about the future and 
make each day and each week produce 
its allotted quota of new business so 
that the end of the year may see the 
accomplishment of your fixed purpose. 
Divide the amount you are endeavor- 
ing to realize by the number of weeks 
in the year and see that you make 
each week’s allotment. This is the only 
way you can hope to make real pro- 
gress in your business—the only way 
you acn attain the goal of your ambi- 
tions.—Aetna Life. 





HE 


METROPOLITAN LIFE 


Insurance Company 
(Incorporated by the State of New York) 
Of the People 
the Compan By the People 


For the People 





The Daily Average of the Company's 
Business during 1915 was: 


639 per day in Number of Claims Paid. 
9,175 per day in Number of Policies 
Issued and Revived. 


$1,056,438 per day in New Insurance 
ssued, Increased and Revived. 


$326,616.59 per day in Payments to 
Policyholders and Addition to Re- 
serve. 








$146,602.49 per day in Increase of 


Assets 





JOHN R. HEGEMAN, President 


Metropolitan Life Insurance Company 
Home Office Building 











ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 


CONDITION ON DECEMBER 31, 1915; 
DBOEED nccvescroceevcousoccoccoccnseesecccceseecesestoesosese $ 12,629,857.65 
Liabilities ......ssccccscoccecceees Who<eokcenosnmnestecenees 10,818,731.99 
Capital and Surplus..........++++ bbs 0 ecve nsernimnasenonees 1,811,125.66 
SRNR Gb. TOU cckcachaboodensecincedeusenceesaveserencseseeeesees 104,822,701.00 
Payments to Policyholders since Organization...............+.... 16,811,250.99 


1,350,000.00 annually 
GOOD TERRITORY FOR LIVE AGENTS 








DETERMINATION and ENERCY 
never before encountered such OPPORTUNITIES for 
LIVE ACENTS 


as are offered by the Policy Contracts 
WILLIAM N. COMPTON 


General Agent 
Metropolitan District 


St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 


OF THE 





INSURANCE COM 
OF BOSTON MASSACHUSETTS 








Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America’’ 
mean certain success for you. 





For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 


34 NASSAU STREET, NEW YORK, N.Y. 
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MUTUALS IN MASSACHUSETTS 

In commenting on the organization 
of five new mutual fire insurance com- 
panies in Massachusetts during the past 
year, Insurance Commissioner Frank H. 
Hardison says in his report just issued: 

They were organized at considerable 
expense, which expense was charged 
up against the companies and conse- 
quently the financial statement of each 
is not such as to inspire as high a de- 
gree of confidence as would be desir- 
able. It should be noted also that three 
more mutuals of similar character have 
taken preliminary steps for becoming 
insurers. 


It is a question, therefore, whether 
the statute relating to the organization 
of mutual fire insurance companies 
should not be amended so as to give 
the insurance commissioner more dis- 
cretion in the matter of issuing licenses 
for such companies to begin business. 
It might be well, also, to provide for a 
certain limit of expense to be incurred 
by such a company for the purpose of 
personal gain or for providing employ- 
ment for personal followers, regardless 
of whether there is any call for such 
a company by the public, that tempa- 
tion should somehow be removed by an 
amendment to the statute. Such com- 
panies should be organized only when 
there is a definite need of them to 
supply some requirement of the public 
for insurance that is not properly met. 





PERSONAL RESPONSIBILITY FOX 
FIRES 

A second time the New York Fire 
Department brings suit against the 
owner of burned property to collect the 
cost of extinguishing the fire, on the 
grounds that the owner was personally 
responsible. This course is now estab- 
lished in New York, and it is to be 
expected that property owners will be 
held personally responsible for prevent- 
able fire hereafter in the State, even if 
legislation is necessary to bring this 
about. Pennsylvania is the first State 
to enact this principle into a law, which 
is now in force in that State. In Ger- 
many it has long been the law that one 
on whose premises a fire starts. is liable 
for the loss sustained by a neighbor 
where negligence is shown if the fire 
was of a preventable nature. The 
broad enforcement of this principle 
should have an immediate effect upon 
the volume of fire loss of the country. 





W. W. Henshaw, of Hall & Henshaw, 
left last Friday for his camp in the 
Maine woods. He will be gone in- 
definitely. 


INSURANCE IN (HONOLULU 


“BIG SIX” PLACES MILLIONS 





A Paradise for the So-Called “Sugar” 
Fire Agencies—Loss Record Side- 
Light on Orientals 





(Special to The Eastern Underwriter) 

Honolulu, Hawaii, July 14.—Honolulu 
is a paradise for fire insurance agents 
if the agent is “in right,” which means 
that he must be a member of the “big 
six.” The big six are five offices here 
which, while conducting a fire insur- 
ance business, regard that as only one 
of the irons in their fire, as these 
agents are interested in ships, in sugar 
plantations, and in many other enter- 
prises. To handle the insurance ac- 
count of one of the big interests here 


is to have the placing of millions of 
dcllars of insurance. 

A big ship going to Japan, China or 
to San Francisco may carry an im- 
mense cargo, one item of which is 
thousands of tons of sugar. The big in- 
terest in the island is sugar. 


A Loss Record of 16 Per Cent. 


The sugar agency controlling a line 
has no difficulty in carrying the insur- 
acce without exchange of business, be- 
ceuse many of the leading companies 
are represented, and with re-insurance 
they get along nicely. Rates are made 
here by a local board, and the lowest 
dwelling rate is 1 per cent. for three 
years. The fire record here throws an 
interesting sidelight on Oriental char- 
acter, as it has averaged 16.75 per cent. 
for the past thirteen years. One year 
it went down to 2 per cent. It is said 
that there are nearly 75,000 Japanese 
in Hawaii, and, of course, there are 
many Chinamen, the richest men on 
the islands being Chinese. In one sec- 
tion where there are no houses, but 
those occupied by Orientals, the loss 
ratio has been practically nothing, all 
the more remarkable in view of the 
fact that the construction is frame. 
This indicates that there is no moral 
hazard. 

An interesting local institution is the 
Home Insurance Co., of Hawaii. It not 
only operates in many fields, but it also 
represents numerous American compa- 
nies representing among other compa- 
nies the Western States Life. 


Who the “Big Six” Are 


The clerks in the office are native 
Hawaiians. M. V. Ferreira, at the pres- 
ent time acting manager, started with 
the Company five years ago as cashier 
and was then promoted to assistant 
manager. 

The so-called sugar fire 
agencies here—the big six—are H. 
Hackfeld & OCo., Bishop Insurance 
Agency, Alexander & Baldwin, Ltd., 
Theo. H. Davies & Co., Ltd., and Castle 
& Cooke, Ltd. The latter are agents 
also of the Matson Navigation Co. and 
the T. K. K., the big Japanese steam- 
ship line. Their fire agencies are the 
Aetna, National, London Assurance 
apd Citizens of Missouri. The trust 
companies here also do a large pre- 
ferred fire insurance business. In all 
there are about twenty-five insurance 
agencies in Honolulu. 


insurance 








GLAD TO HEAD THE “ANTIS” 


In a communication just sent out to 
its agents the Mutual Benefit Life, of 
Newark, says: 

“In an exhaustive article on the dis- 
ability feature in life insurance poli- 
cies, The Eastern Underwriter, New 
York City, in its July 21 issue, charac- 
terizes the Mutual Benefit as the cham- 
pion of the anti-disability clause com- 
panies. 

“The Mutuai Benefit is glad to be con- 
sidered the leaders of the ‘antis’ with 
respect to the disability clause, for the 
reasons set forth.” 








The Human Side of Insurance 








GOEHRING 


BROTHERS 


Standing—Harvey L. and William H. 
Seated, left to right—Gilbert, Henry D. and John C. 





William H. Goehring, of Graham C. 
Wells Agency of the Provident Life 
and Trust, at Pittsburgh, and leader of 
the agency in business and paid-for 
premiums for the past three years, is 
one of an interesting family of five 
brothers. Each owns and operates his 
separate farm at Fombell, Beaver 
County, Pa. This includes William H., 
who maintains his position as leader 
of the agency in spite of the fact that 
he devotes three, and sometimes four, 
months in summer to farming. Will- 
iam H. Goehring had a successful hard- 
ware business in East End Pittsburgh, ’ 
was a director in several banks and 
owned considerable real estate in Pitts- 
burgh. He sold out this business to join 
the Wells Agency. All of the Goehring 
brothers now carry Provident Life 
policies. This insurance is all on 
plans that are paid for in a limited 
number of years and on which the face 
of the policy is paid to each brother 
as soon as he reaches age 65. 

* a” * 


President Faymonville, of the Fire- 
man’s Fund, has seen California street, 
San Francisco, grow from a few frame 
buildings, some of them of the forty- 
niner type, until it has now several 
blocks of the handsomest. insurance 
buildings in the world. San Francisco 
prides itself on the structures housing 
its insurance offices, and well it might, 
because there is nothing just like them 
in this country. They are not of the 
Skyscraper type, but are artistic and 
look the part for which they were de- 
signed. The Fireman’s Fund’s own 
building is a structure of which the 
Company can well be proud. The Com- 
pany has occupied the same location 
for forty-nine years. 

2 oa . 


Miss Dorothy Goldman, head of the 
statistical department of Hall & Hen- 
shaw, a letter from whom appears in 
another column, has been in the insur- 
ance business for seventeen years. She 
came to Hall & Henshaw from Weed 
& Kennedy, where she had had a num- 
ber of years’ experience. Miss Gold- 
man doesn’t hesitate to admit that she 
has been watching fire insurance fig- 
ures for seventeen years. in fact, she 
is inclined to be justly proud of the 
fact though she avoids stating at what 
age she started. But at any rate she 
dces not look it. 


William R. Freeman, veteran adjust- 
er, died at his home in Brooklyn last 
Saturday. He had been ill but a few 
weeks. He was eighty-seven years old 
and celebrated the fiftieth anniversary 
of his first insurance connection last 
year. 

Mr. Freeman started a fire insurance 
agency in New Brunswick, N. J., in 
1865, and after an underwriting experi- 
ence covering all States east of the 
Rockies, he became an independent ad- 
juster in 1894. In addition to his per- 
sonal activity in the business, Mr. Free- 
man had given to the business his 
three sons, Walter A. Freeman, ac- 
ecuntant in the United States head of- 
fice of the Prussian National; Charles 
C. Freeman, chief examiner at Erie, 
Pa., for the Philadelphia Underwriters, 
and J. Howard Freeman, special agent 
for the Philadelphia local department 
of the Insurance Company of North 
America. 

William L. Steel, manager of the 
western department of the Niagara; 
Walter C. Leach, president of the 
Northwestern F. & M., of Minneapolis, 
and James Grover, special agent in 
western Massachusetts for the New 
York Underwriters’ Agency, also had 
their first experience as insurance men 
under the tutelage of Mr. Freeman, and 
attest to the fact that his had been a 
contribution to insurance that has been 
equalled by few. 

* * 

Augustus J. Reibling, local agent in 
Rochester, celebrated his fiftieth anni- 
versary as a fire insurance agent last 
week. The Local Board of Fire Under- 
writers appointed a special committee 
to present to Mr. Reibling a bouquet 
of fifty rose accompanying which was 
a card reading: “Congratulations and 
best wishes of the Fire Underwriters 
Association for the fiftieth anniversary 
of your career as a fire insurance agent 
—a rose for each year.” 

oe * * 

C. W. Feigenspan, president of the 
Commercial Casualty Company of New- 
ark, participated in the celebration of 
Newark’s 250th anniversary by present- 
ing to the city a bronze reproduction of 
the Colleoni Equestrian statue. Gov- 
ernor Fielder and ex-Governor Frank- 
lin Fort took part in the presentation 
ceremony and the Mayor of Newark 
accepted and thanked Mr. Feigenspan 
on behalf of the city. 
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The Organization and 
Multiple- Line 


Development of a Big 
Branch Office 





How All Lines in the Casualty and Fire Insurance Departments of the Aetna Life, Aetna Accident & Liability 
and the Automobile Insurance Companies of Hartford have been Concentrated 
under One Management in New York City 


OTHING has attracted greater attention among insurance men of 
all classes in New York City than the rapid growth of the business 
of the Aetna Life and the Aetna Accident & Liability Insurance 
(; Companies in this territory and the organization which has made 

SeAUi) their success possible. This business, managed from the branch 
at 100 William Street, meeting insurance needs of the people in a highly con- 
gested center of ‘America, has grown since 1906 from a premium voiume of $600,- 
000 to $2,250,000 in 1915. It has made the name “Aetna-ized” one of the most 
valuable and popular symbols in insurance. 

Then came the announcement that to the other lines of insurance handled 
by the New York office would be fire insurance. The Automobile Insurance Com- 
pany, organized by the Aetna Life originally to do an automobile business, 
launched out as a general writing company, operated on the same lines which 
have made the other companies so successful. Thus, there is an Aetna fleet 
of three companies, with combined assets of more than $134,000,000, ready be- 
tween them to fulfill every service required of the great insurance fraternity. 


New York Branch Office History 

The history of the New York branch, which for some years has been 
managed by Charles H. Phelan, together with some account of the experts who 
are associated with him in supervising the various departments, and a word or 
two about the methods of organization, must be of interest not only to New 
York insurance men of all kinds, but to agents and brokers throughout the 
country who are trying to build up a successful multiple field business. The 
territory covered by the office includes Greater New York, Long Island and 
various counties up and down the Hudson River, as far as and including Rock- 
land County on one side and Putnam on the other. 

In this territory are many thousands of brokers, agents and sub-agents. 
Reporting to the office are about three hundred sub-agents and the statement 
has been made that there is not a broker in New York who has not at sometime 
or other given a line to the Aetna. Many brokers, of course, have dealings of 
the most extensive nature with the 100 William Street office. These relations 
have been established because of a recognition built upon experience that there 
will be a return of genuine service, which means not only the ability to take 
care of every line of insurance, but to handle the business intelligently and to 
take care of it after it is on the books, with prompt, fair and efficient action 
following losses. This service is largely possible by the fact that the depart- 
mental heads are underwriters of experience. 

The brokerage and sub-agency service does not stop with the placing and 
acceptance of lines, but is also of an educational nature. Once a month there 
are meetings attended by large numbers of brokers and agents, who are ad- 
dressed by experts on ‘subjects of vital interest to the business. The arrange- 
ment is for a lecture on one subject, such as co-insurance, for an hour. This is 
followed by a talk on some other topic, such as loss of use in automobile cov- 
erage, for another hour. 

There follows an adjournment for dinner, during which a question box com- 
posed of queries sent in by Aetna producers during the month are answered. 
There is then another hour or so of discussion of some pertinent topic. This 
constitutes the Aetna school which is doing much to instruct the producers in 
this territory regarding insurance matters of the greatest consequence and moment. 





Company Enters Casualty Field 

The Aetna Life has been doing a life insurance business for over sixty years, 
at the present time being one of the great life insurance companies in America 
and ranks as the largest life insurance company in New England. A little more 
than twenty-five years ago it started writing accident and health also, that de- 
partment being in charge of Vice-President Walter G. Faxon. Fourteen years 
ago, Vice-President J. Schofield Rowe was appointed to organize the liability 
and other casualty departments of the Company. 

The business grew to such an extent that the Company foresaw the advan- 
tages of forming another company to take care of the property damage insurance 
that could not be written under the Aetna Life charter. This resulted in the 
formation of the Aetna Accident & Liability Company, founded in 1907, with a 
charter very broad. This Company, writing fidelity and surety, burglary, plate 
glass, auto collision, property damage and loss of use, sprinkler leakage, water 
damage, physicians and surgeons, etc., has since built up an,enormous income. 


Organize Automobile Insurance Co. 

After the Aetna Accident & Liability had been operating for a few years 
there came a great demand from general agents to give them a combination 
automobile policy which would include, in addition to the lines written by the 
Aetna Life and the Aetna Accident & Liability the important line of fire insur- 
ance. The Aetna secured the charter of the Merchants and Manufacturers Fire 
Insurance Company of Hartford, which Company was not in operation, and to 


meet the situation the name was changed to the Automobile Insurance Com- 
pany of Hartford and the Company launched. The idea at first was that 
the underwriting of this Company should be confined to automobile 
fire insurance. From time to time plans were changed until at the present 
time the Automobile Insurance Company of Hartford is doing a full-fledged fire 
and marine business of all kinds. 

Changes in New York City Office 

For some years the New York City accident and health business of the 
Aetna Life was managed in the office of Sterling, French & Sterling. In June, 
1902, an office was opened for the writing of liability insurance at 46 Cedar 
Street, James R. Pitcher being manager. Owing to the rapid growth of the 
business larger quarters were needed, which were obtained in May, 1910, at 
100 William Street where at the present time not only is one entire floor occu- 
pied, but there are other offices scattered through the building, and additional 
space is also rented in the building at 92 William Street. 

In the early part of 1905 William J. Gardner became resident secretary of 
the Company in this city, and the accdent and liability departments were com- 
bined. He continued resident secretary until June 1, 1910. A short time there- 
after Charles H. Phelan was made manager, practically succeeding Mr. Gardner. 


Charles H. Phelan, Resident Manager 

Mr. Phelan is generally regarded as one of the ablest agency and branch 
office executives in the United States. Ever since his: elevation to manager 
he has taken the position that nothing lasting can be accomplished without 
organization; that the greatest care should be exercised in finding the right 
man for each department; that, once having been found, the departmental 
manager should be encouraged to act as much as possible upon his own initiative 
so that the best qualities in him can be developed. As a result he has sur- 
rounded himself with an organization that gets stronger every day; with each 
departmental head an expert, not only in understanding his business and in 
contact with men, but in the possession of underwriting ability. It is no easy 
work to build up a staff of underwriters in a business where competition is so 
keen, where many lines of the business are so new that there is little experience 
to act as a guide, where large losses may occur at any time. But this has been 
successfully accomplished, the business having been trebled in a few years. 

Mr. Phelan’s first experience was with the home office of the Maryland 
Casualty Company, Baltimore, where he went to school. Then he went to the 
New York branch of the Company where he remained for two years. He has 
been with the Aetna since June, 1902. His work as cashier of the office was 
such as to attract the attention of the home office and evenually lead to his 
promotion as manager. 


Beverly W. Wrenn, General Counsel 

The law division of the accident and liability department of the New York 
office is presided over by Beverly W. Wrenn, for years one of the leading attor- 
neys of Atlanta. Mr. Wrenn was educated at the University of the South; was 
admitted to the bar in Atlanta where he eventually specialized in railroad and 
insurance law. He made the plunge into the insurance business in April, 1903, 
going to Hartford as assistant claim attorney for the Aetna. Two years later 
he was transferred to the New York branch as attorney in charge of the claim 
department. In 1907 Mr. Wrenn was made chief attorney of the New York 
branch. In October, 1912, he was made general counsel of the accident and 
liability department of the New York branch. 


Dr. Harry M. Archer, Chief Surgeon and Adjuster 

No record of the personalities in the Aetna’s New York branch would be 
complete without a reference to Dr. Harry M. Archer, chief surgeon and ad- 
juster. Dr. Archer has the distinction of being Honorary Surgeon of the New 
York Fire Department and also has the fire department medal for saving life, 
the only civilian who has earned it. This honor came after he had rescued a 
banker from the Equitable Building fire some years ago. One of his latest 
achievements in this line was the rescue of Engineer Miles, of the New York 
Fire Patrol at a fire at 436 Pearl Street, New York City, when he was a member 
of a rescue squad at the blaze. For this he was made an honorary medical 
officer of the New York Fire Patrol. 

After having been graduated from two famous boys’ schools in New York 
City Dr. Archer went through Columbia Grammar School, and Bellevue College. 
He became assistant surgeon in Bellevue Hospital and then assistant in the 
chair of surgery at Bellevue College. Later when Cornell opened its medical 
school in Twenty-eighth Street he became assistant in the chair of surgery. 

Twenty-three years ago Dr. Archer joined the service of the Aetna where 
he has remained ever since. He is regarded as one of the greatest casualty 
adjusters in America, not only because of his experience but his manner in 
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dealing with people has made for the Company thousands of friends. His per- 
sonal associates are the leading people in civic and private life of the metropolis. 
He has always been interested in fires and in the work of the fire department, 
responding to every second alarm high pressure and every third alarm in New 
York City. He is a familiar sight at all large fires in his special fire fighting 
uniform. : 
J. B. Henney, Trial Counsel 

The court.trial work of the New York branch office of the Aetna Life is 
supervised by Trial Counsel J. B. Henney. Mr. Henney is thirty-eight years of 
age; a graduate of Harvard with a degree of A. B. of the Class of 1901. He also 
attended the Harvard Law School for a time. Mr. Henney graduated from the 
New York Law School with a degree of LL. B. of the Class of 1903. He took 
up the actual practicé of law in 1904. He became connected with the Aetna Life 
Insurance, Company, handling ‘insurance cases in 1907. Since that time he has 
tried over fifty cases a year and has been pronounced by those familiar with 
his work as one of the most efficient of trial counsels. Mr. Henney is an enthu- 
siastic devotee of baseball, having won many a game with the combination play 
of his head and arm, he being a pitcher. At the present time his hobbies run to 
automobiling, boating and tennis. He is a member of the Harvard Club, the 
Bar Association and the Crescent Athletic Club. 


J. H. Patterson, Manager Fire Insurance Department 
The fire insurance department of the Automobile Insurance Company of the 
Aetna group in the Metropolitan territory is under the management of J. Harvey 
Patterson. Mr. Patterson is a proved underwriter, he entered the insurance 
business in 1890 as a local agent in Pittsburgh, and continued in that capacity 
until 1898 when the Artisans Insurance Company of Pittsburgh appointed him 
special agent at its home office. When that Company re-insured its business 
in 1900 in the National Fire of Hartford, he was appointed special agent for 
that Company covering the Western Pennsylvania territory. In 1906 he re- 
signed his position with the National to become manager of the Middle West 
Department of the Camden Fire, which position he held until October, 1908, 
when he was elected vice-president of the Camden Fire and became associate 
underwriter at the home office. He left the Camden Fire, going West to become 
vice-president and general manager of the Los Angeles Fire. Returning East he 
became superintendent of agencies for the Royal Exchange Assurance Co., 
resigning that connection on his appointment to his present position. Mr. Pat- 
terson is thoroughly “Aetna-ized” and is gradually organizing the fire branch of 
the Aetna Life’s business in Greater New York. 
C. A. Stetson, Cashier 
The position of cashier in an office of the magnitude and importance of 
the Aetna branch, dealing with thousands of brokers and agents, cannot be 
minimized. It must be efficient in every way, with the most modern but yet 
the most simple accounting, recording and card systems. This efficiency ig 
shown in the present management under the supervision of C. A. Stetson. Mr. 
Stetson has been with the Company eleven years. He is a graduate of Eastmar 
Business College, Poughkeepsie, from where he went to the expert accountancy 
office of Theodore Kohler in lower Broadway. His first Aetna work was on 
pay-roll audits, December 15, 1904. Showing considerable aptitude he was made 
assistant cashier and after a time promoted to cashier. 


Alfred J. Hodson, Superintendent of Agents 

In charge of the agency and business extension work of the Aetna’s branch 
is Alfred J. Hodson, who has made a science of production stimulation. His 
experience has been varied, valuable and of a kind that decidedly counts. It 
began with the Frankfort General when under the management of F. G. Voss. 
Subsequently, he joined the staff of the Empire State Surety Company as as- 
sistant to President Tomlins. It was not long before he was made vice-president 
of the Company and placed in charge of its Brooklyn and Long Island business. 
Here was a field worthy of intensive cultivation which was given by Mr. Hod- 
son who built up a large premium income of a kind which if it had been dupli- 
cated elsewhere would have kept that Company out of the trouble which even- 
tually overtook it. When the United States Casualty re-insured the casualty 
lines of the Empire State Mr. Hodson became the former’s Brooklyn manager. 
Then he undertook the supervision of the Company’s local liability business, 
meeting with success. From the United States Casualty he went with the Aetna 
as supervisor of agents, and assistant to Mr. Phelan in the development of 
business. 

Clarence Giffin, Superintendent Accident and Health Department 

The superintendent of the accident and health department is Clarence Gif- 
fin, who has a wide personal following in the territory and who puts a lot of 
ginger and individuality into his work. A graduate of the Hackensack High 
School he went into the drug business for two years, and then became asso- 
ciated with the United States Casualty Company where he did good work for 
twelve years. He joined the Aetna on April 1, 1912. He believes that quick 
service as well as good service is appreciated by businéss placers, who know 
that the Aetna does not take long to make up its mind in answering their needs. 
At the present time this department is pushing the Acme policy, $10,000-$20,000 
as against $7,500-$15,000 given by many companies, $25 premium. To show the 
capabilities of this department a contest was run through eight working days, 
during which time $12,000 in premiums resulted. 


Liability Department 
The charts will show that one of the most important and successful divisions 
of the Aetna’s New York branch is that having the supervision of the compen- 
sation and liability business. In the great race for compensation business which 
started in the spring and early summer of 1914 the Aetna quickly took a promi- 


nent position, which it has had no difficulty in holding. It is doubtful if there 
is a broker in the metropolis who has not given compensation business of some 
kind to the Aetna. Its liability business has also kept pace with the leaders. 


Arthur M. Murray, Manager Liability Department 

The manager of this department is Arthur M. Murray, a graduate of St. 
Francis Xavier, and whose start in insurance, by the way, was with the London 
Assurance, a fire company, in its agency department. He remained there until 
1904 when he went with the Aetna. It is rather significant of the growth of 
the office that when Mr. Murray joined the Aetna its New York staff consisted 
of James R. Pitcher, manager; Charles H. Phelan, cashier; and two stenogra- 
phers. Mr. Murray did the clerical work. In 1906 he was a counter man, and 
in 1910 he was made superintendent of the liability and workman’s compensa- 
tion department. Part of the success of this department is due to the fact that 
it does its own underwriting, handling of inspections, schedule and experience 
rating of risks and offers facilities for giving unusual service to brokers and 


agents. In other words it is the winning combination of underwriting and 


counter work. One reason for Mr. Murray’s personal success has been the fact 
that he has always taken advantage of opportunities, having studied law at 
night and been admitted to the bar. He has the degree of LL. D. 
Automobile Department 

The automobile department of the Aetna has grown in keeping with the 
tremendous advance of this feature of the insurance business. It is in charge 
of Edmund Ely, ably assisted by Edw. J. Perrin, Jr., and Roderick O’Connor. 

Edmund Ely, Superintendent 

Mr. Ely has had a long and extensive experience in the automobile busi- 
ness, knowing every phase of the situation. He went to college at Belmont in 
North Carolina and after graduation spent some years in Europe. Upon his 
return to this country he joined Johnson & Higgins, being actively associated 
with the automobile department of that brokerage concern. In July, 1913, when 
the New York office of the Aetna was looking for the right man to take charge 
of its growing automobile department it decided that Mr. Ely answered all 
requirements and he came with the Company. Up to that time the liability 
department had been operated with the automobile department. It was decided 
to specialize, particularly as automobile fire protection was now being given. 
The success of the automobile department has been continuous since its or- 
ganization. 

Roderick O’Connor, Assistant 

Roderick O’Connor, assistant superintendent of the automobile department, 
is one of the bright young men of the business who has grown up in Aetna 
service, graduating into an automobile underwriter of the first rank. After 
considerable experience in Hartford the Aetna transferred him to the New York 
office three years ago. 

Edward J. Perrin, Assistant 

Edw. J. Perrin, Jr., assistant superintendent of the automobile department, 
having particular charge of the inland marine lines, got his first experience 
with the old New York Fire Insurance Company, which was re-insured in the 
New Hampshire. He started as re-insurance clerk; then became a daily report 
examiner and when the re-insurance of the New York took place in. 1906 he 
went with Weed & Kennedy, where his experience was in the fire insurance 
department in rating schedule work and inspections. In February, 1914, he went 
to the Aetna. He has had just the experience to fit him aptly for inland marine, 
including the handling of parcel post, tourist baggage, combination residence, 
physicians and surgeons and hospital liability insurance. 


Fidelity and Surety Departments 

The fidelity and surety departments have shown consistent growth and are 
supervised by men of wide experience. The recent re-insurance of the New 
England-Equitable has also given the Company more strength in the metro- 
politan territory. 

Wilmot M. Smith, Manager 

The manager of the department is Wilmot M. Smith, whose first surety 
experience was with the Aetna Indemnity in September, 1908. A year later he 
was made assistant manager of the surety department under Daniel N. Gage, who 
is now assistant secretary of the Aetna Accident & Liability. In the following year 
Mr. Smith was made manager of the city department of the Aetna Indemnity, 
where he continued until the Company retired. For a time Mr. Smith was bond 
manager of the Royal Indemnity’s Eastern department. On January 1, 1912, 
he came with the Aetna as manager of the fidelity and surety department of the 
New York branch, and he has seen the department grow from nothing to its 


present extensive writings. On a low loss ratio the business has shown a steady, 


increase each year. 


Edward B. Southworth, Jr., Associate Manager 

After the merger of the New England-Equitable, Edward B. Southworth, Jr., 
manager of that Company in New York, and his organization, joined the Aetna’s 
New York office, Mr. Southworth’s title being associate manager. Mr. South- 
worth’s experience has been most interesting and valuable for a bond man. It 
started as a boy in an importing house and for several years he was with dry 
goods, East Indian importing, and silk manufacturing concerns. His advent 
into the insurance business was with the old City Trust Safe Deposit and Surety 
-Company in July, 1896, where he remained until the Spanish-American War 
when he joined the colors. On being mustered out he went with the American 
Bonding Company as a solicitor. Making good he was given the New York City 
agency with another man. Later his agency was made a branch office. In the 
latter part cf 1910 he went with the Equitable Surety Company. In February, 
1914, he became manager of the New York branch office of the Equitable, con- 

(Continued on page 18) 
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FIRE DEPARTMENT SUES OWNER 


ASK COST OF EXTINGUISHMENT 








Second Case of This Nature in History 
of New York Fire 
Department 





Suits to recover the cost of extin- 


guishing fires that are preventable or’ 


due to neglect in complying with the 
orders of the Fire Prevention Bureau 
are to be the regular order in New 
York City. Fire Commissioner Adam- 
son has started suit against the owner 
of a warehouse destroyed last week, 
this being the second action of this na- 
ture in the history of the New York 
F.re Department. 

The basis of the action is the conten- 
tion that the warehouse would not have 
been destroyed, nor would there have 
been necessity for four alarms, if the 
owner had compliec with the fire laws. 

Chief Kenlon informed Mr. Adamson 
after the fire that had there been fire- 
proof shutters on the windows of the 
warehouse or a fire wall to divide the 
building—-both of which are ordered by 
the fire laws—the blaze would have 
been a trivial one and the damage in- 
significant. An itemized account of the 
cost to the department in the services 
of men and apparatus, coal, water and 
other details was made and the cost 
will run into several thousand dollars. 

The first action of this kind ever 
brought was in 1914 against the owner 
of a large factory in East Ninety-ninth 
street, where a fire prevention order 
had been ignored. The action was based 
upon two sections of the charter never 
before resorted to and the decision of 
the Appellate Division was unanimous 
in upholding the Fire Commissioner’s 
right to collect the cost of extinguish- 
ing the fire. 





WILL ENTER UNITED STATES 





British Dominions General Appoints 
Fred S. James & Co. United 
States Managers 





The British Dominions General In- 
surance Co. of London will enter the 
United States, having appointed Fred 
S. James & Co. United States man- 
agers. The arrangemeuts were made 
by George W. Blossom of Fred S&S. 
James & Co., who returned from Eu- 
rope recently. 

The British Dominions has a capital 
of $1,900,000 and total assets of $7,- 
060,000. 


H. F. TRIMPI HEADS DEPARTMENT 








In Charge of Fire Lines at Newark 
Branch of Automobile Insurance 
Company 





The Automobile Insurance Co. of 
Hartford has appointed Henry F. Trim- 
pi, manager of the fire, sprinkler leak- 
age and water damage department of 
the Newark branch, under Manager 
Wm. N. Heard. 

Mr. Trimpi has been engaged in the 
brokerage and agency business in New 
Jersey for the past twenty years. 


CHARLES R. TUTTLE RESIGNS 








Will Succeed W. N. Johnson in Western 
Department of Insurance Co. of 
North America 





Charles R. Tuttle has resigned as 
second vice-president of the Continen- 
ta’ Insurance Co. to become manager 
of the western department of the In- 
surance Co. of North America, succeed- 
ing W. N. Johnson, who retires after 
twenty-five years’ service. 


Fire Insurance Department 


“MAIL” AS MARINE~ CRITIC 





Wants Protection Against Deteriora- 
tion and Loss of Market Under 
Marine Policy 





The New York “Evening Mail” de- 
voted a column and a half and an edi- 
terial to the discrepancies in marine 
insurance policies. The story was 
hinged on the complaint of a shipper 
who had consigned $3,000 worth of non- 
ccntraband goods to Scandinavia which 
are being held by the British Govern- 
ment and on which the assured wanted 
to collect from the insurance company 
for delay, deterioration and loss of 
market. 

It was apparent that the shipper, by 
giving the matter publicity, hoped to 
scare the insurance company into pay- 
ing his claim, although he did not seem 
to have confidence enough in his posi- 
tion to permit his name to be used. 
The “Evening Mail,” posing as a critic 
of marine insurance, scores the U. S. 
Government War Risk Bureau for not 
including protection against the above 
hazards in its policies. 





COMMENDS AGENTS’ MERGER 





Combination of Fire and Casualty 
Agents’ Associations in New York 
Is First Real Merger 





The American Agency “Bulletin,” the 
official paper of the National Associa- 
tion of Insurance Agents, says: 


“The merger of the New York As- 
sociation of Insurance Agents with the 
Casualty Association of that State is 
the most important action on this sub- 
ject taken since the National convention 
at Cincinnati in 1913, when the associa- 
tion voted to open its doors to casualty 
and surety agents. The National As- 
sociation established a ‘Casualty Sec- 
tion’ and changed its name, at the 
same time recommending similar ac- 
tion on the part of the various State 
associations, of which there are 36. 
Since then 26 associations have acted, 
but only in the case of New York has 
an actual merger of two existing as- 
sociations taken place to accomplish 
the result.” 





ARCHER AT HOME i OFFICE 





German American Transfers Connecti- 
cut Special Agent to Underwrit- 
ing Department at Home Office 





The German-American Insurance 
Company of New York has transferred 
Special Agent Eugene Archer, who has 
had charge of the Connecticut field to 
the home office, and has made him 
managing underwriter for the Eastern 
Department territory. Mr. Archer is 
an old German-American man, having 
started in the insurance business with 
that Company, in the New York subur- 
ban field about twenty years ago. 
About fifteen years ago he was sent to 
Connecticut as special agent, succeed- 
ing Kirby Ducayet, and has remained 
in that field until the call came bring- 
ing him to the home office. Mr. 
Ducayet still has supervision over the 
balance of the New England field. 





NEW BRUNSWICK AGENT DIES 

Warren Kemble Lyons, for forty 
yéars a local agent in New Brunswick, 
died at his home in that city last week. 
Mr. Lyons was seventy-three years old 
and up to a few weeks before his death 
was active in agitating the improve, 
ment of the city of New Brunswick. 
Residents of New Brunswick say that 
the recent changes in building condi- 
tions which resulted in the reduction 
of New Brunswick’s fire insurance 
rates were in a large measure attribu- 


table to Mr. Lyons’ efforts. 














FIRE AND MARINE 
INSURANCE—ALL LINES 





The Automobile Insurance 
Company of Hartford, Conn. 


MORGAN G. BULKELEY, President 





Cash Capital . ° 
Assets . ° ‘ 
Liabilities (Except Capital) 
Surplus to Policyholders “ 


Statement January 1, 1916 





. -  $1,000,000.00 | 
< 2,377,857.39 
5 : 467,413.45 
: 1,910,443.94 
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WAR RISK BUREAU PAYS 





Secretary’s Report Shows Profit to 
United States Treasury of $2,192,- 
348 as of July 31 





Advices from Washington are to the 
effect that the Federal War Risk Bu- 
reau will be continued for another year. 
The bureau expires by limitation of law 
on September 2, 1916, and will cease 
writing war risk insurance on that date 
unless Congress acts to extend its peri- 
od of operation. Secretary McAdoo, 
urder whose supervision the Bureau 
has been operated, in his report on the 
business of the Bureau made public on 
Monday, expressed the hope that Con- 
gress would extend its life until the 
clese of the European war. 

The report showed gross premiums 
received to date of $2,004,866 and 
known losses of $771,329. 


NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 
Inc, 1911 


$515,049.38 
138,148.22 
275,000.00 


Surplus 78,171.37 


NEW BRUNSWICK RATES DOWN 





New Schedule Shows Average Decrease 
of 10 Per Cent. Principally in Busi- 
ness Section—Milltown Impatient 





The new schedule of rates for New 
Brunswick, N. J., published last week, 
shows an average reduction of 10 per 
cent. The rates are lower for most 
every section of the city, but particu- 
larly do they benefit the business 
section. The reduction was secured by 
the recent improvements in the city’s 
fire department and building code. 

With the conceding of a lower rate 
to New Brunswick, residents and 
property owners of Milltown, which is 
immediately southeast of New Bruns- 
wick, claim that Milltown also is enti- 
tled to lower rates. 





George Dibbel has started a fire in- 


surance agency at Kingston, N. Y. 


CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 
Inc, 1870 


$172,302.60 
27,678.96 
100,000.00 
42,986.21 


OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 
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WESTCHESTER’S NUMBER 29 


FOUND ON FULTON’ STREET 








Interesting Old Policy of New York 
Company Recovered From Waste 
Paper—Dated 1869 





An old policy issued by the West- 
chester in 1869 came to light last week 
that gives an interesting sidelight on 
the conduct of the fire insurance busi- 
ness fifty years ago. 

The policy, for a premium of $40, 
insured Rose, Baldwin & Rose, of New- 
ark, “against loss or damage by fire to 
the amount of $2,000 on leather and 
skins, finished and unfinished and in 
process of tanning their own or held 
by them in trust or on commission or 
sold but not delivered, contained in the 
one and three-story frame buildings 
situate’on the north side of New York 
avenue, beginning about 200 feet east 
of New Jersey R. R. avenue, Newark, 
N. J., said building being occupied by 
S. Dunn, tanner and leather dresser. 
Cther insurance permitted without no- 
tice until required.” 

The above was ail written out in long 
lund on the face of the policy, as was 
also the following endorsement direct- 
ly below it: 

“April 5/69. This policy is now for 
account and benefit of Rose & Bro- 
tLers.’ 

Signed by President Crawford 

The policy was signed in ink by 
George J. Penfield as president and by 
George R. Crawford, now president of 
the Company, as secretary, and the en- 
corsement and policy were also coun- 
tersigned by H. B. Dunham as agent 
in Newark. 

The policy was numbered 29, but 
Vresident Crawford, said it could not 
be the policy number of the Company, 
as it was organized in 1837, but was 
rrobably the number of the agent. In 
tuose days, he said, the agent was 
given a certain number of policies, as 
is also the custom to-day, but instead 
ot bearing the home office policy num- 
ber, each agent numbered the policies 
written by him from “1” up. 

Changes in Westchester Since Then 

The policy head of this old document 
is the best possible testimonial to the 
progress of the Westchester. The name 
of the Company was then the West- 
chester County Mutual Fire Insurance 
Company, though it was reorganized 
as a joint stock company in 1870. The 
decorative print at the head of the pol- 
icy is a reproduction of the White 
Plains Court House. 

The total cash assets of the West- 
chester in 1869 were $275,000. To-day, 
the surplus alone of the Company is 
several times that amount. 

How Policy Was Found 

Walter F. Errickson, of 95 William 
street, New York City, was recently 
walking through Fulton street, New 
York City, when he noticed a paper 
with the name “Westchester” on it 
lying in a pile of waste paper that was 
evidently being discarded by some con- 
cern that was moving. Thinking it 
might be the firm’s insurance policy, 
he recovered it to return to the owner. 
The owner could not be found, and as 
no Rose Brothers appeared in either 
the New York or the Newark directo- 
ries, he decided to retain the document 
for its historic interest. 


WESTERN 


ASSURANCE CO. 
OF TORONTO, CANADA 


(Fire, Tornado, Ocean Marine 
and Inland Marine Insurance) 
UNITED STATES BRANCH 
January 1, 1916 
BINS. Sactapectauantenccocecesess $ 2,747,815.34 
Surplus in United States...... 1,309,295.82 

Total Losses Paid in United 

States From 1874 to 1915, 

gen vecwseond cncetesceseay 40,654,747.02 
ROCK, President 

Ww. B. MeErkie, Vice-Pres. & Gen. Man. 
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307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualt 
Nation-Wide Sane for Handling SURPLUS LINES 


y—Automobile Insurance 
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Grasselli Chemical Co. Line 


Goffe & Little, brokers at 68 William 
street, no longer control the $2,500,000 
schedule of the Grasselli Chemical Co., 
which plant is located at Grasselli, N. 
J. R.'‘H. Goffe, of the above firm, it is 
understood handled this business for 
over seventeen years. The business is 
now being placed through the office of 
R. A. Corroon & Co. The policies are 
being written for eighteen months, in 
all companies except one, which re- 
fused to issue a policy longer than one 
year. It is understood that one com- 
pany which has been on the line for a 
period of ten years has declined to re- 
new its policy. The old rate on this 
risk, promulgated a number of years 
ago, was 1.5644. The present rate is 
slightly higher. 

* a 


Placed by Marsh & McLennan 


The Long Leaf Pine Co., formerly 
Carpenter & O’Brien Co., manufactur- 
erg of building materials, of Howland 
Hook, S. I., has a line of insurance ap- 
proximating $300,000, which is being 
placed by Marsh & McLennan. The 
business under the former interest was 
handled by Wilcox, Peck, Brown & 
Crosby. 

a * x 


McIntyre With Tanenbaum 


Louis McIntyre, formerly with John 
A. Eckert & Co., has associated himself 
with I. Tanenbaum, Son & Co. in the 
capacity of assistant placer. 

* * ok 


Schiele in the West 


W. J. Schiele of Frenkel & Co., bro- 
kers of 80 Maiden Lane, is on a busi- 
ness trip through the Middle and 
Scuthwest States. He will be gone 
about three weeks. 

oe * & 


Ettlinger Recovered Quickly 


In last week’s issue of The Eastern 
Underwriter was published an item to 
the effect that F. I. Ettlinger had con- 
tracted infantile paralysis. A half 
hour after it was opened, Mr. Ettlinger 
came into our office and stated that it 
was his daughter and not he who had 
become ill. It was patent to the ob- 
server that if Mr. Ettlinger ever had 
had infantile paralysis he had certainly 
recovered in short order. 





POSSESSION OF POLICY DECISION 


In Gakashvesky vs. Camden Fire, the 
Superior Court of New York last week 
rendered a decision to the effect that 
the fact of a fire policy having been 
held undelivered by the local agent, 
though it had been issued by the com- 
pany, was no bar to the assured’s col- 
lecting under same. 





Michael O’Connor, prominent New 
Jersey agent, died at his home in New 
Brunswick on July 23 following an 
operation. Mr. O’Connor had represent- 
ed in New Brunswick the British- 
America, Caledonian, New Brunswick, 
Providence-Washington, and American 
Surety for several years. 





Rossia Insurance Company 


HARTFORD, CONN. 


REINSURANCE 








SCHAEFER & SHEVLIN 


2 LIBERTY STREET GENERAL AGENTS NEW YORK, W. Y. 
REPRESENTING 
DUBUQUE FIRE AND MARINE INSURANCE CO. 


Excellent Facilities for Handling Suburban and Out Of Town Business 
Phone: John a312 











National Fire Insurance Company 
OF HARTFORD, CONN. 
Statement January 1, 1916, to New York Insurance Department 


LIABILITIES 

a a SERS: Gia a ee ee $2,000,000.00 

Funds Reserve to Meet Al Liabilities, ‘Re- ‘Insurance Re- 

serve, Legal Standard............... $46 c0eecesseeteccosoeccecs 9,410,306.91 

Unsettled Losses and Other Claims............ coccccccccccccce & 

Net Surplus over Capital and Liabilities.................ce000 3,387,090.69 

Total assets January 1, 1916.. ....... $16,225,894.46 
IL. Smith, President S. T. Maxwell, Ass’t S F. B.S Trez 
+ it Tryon, Secretary C. S. Langdon, * Reare S559 Cc See tan 


D. Layton, Ass’t Sec’y E. E. Pike, Ass’t Sec’y 


SURPLUS TO POLICY HOLDERS, - ~-  $5,387,090.69 








NATIONALUNION 


Fire Insurance Co 
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Will Wait Results 


of Investigation 
(Continued from page 1.) 

grain elevator, tugs, tracks, etc., $1,- 
000,000; Central Railroad of New Jer- 
sey, 12 cars and damage to tracks, $50,- 
000; ammunition in cars and barges, 
$5,000,000; Moran Towing Co., 3 barges, 
$60,000; other barges sunk with cargoes, 
$200,000; plate glass in Manhattan and 
Brooklyn, $300,000; plate glass in Ho- 
boken, $35,000; plate glass in Jersey 
City, $50,000; ordinary window glass in 
Manhattan, Brooklyn, Jersey City and 
Hoboken, $800,000; and buildings on 
Bedloe’s, Ellis and Governor’s Islands, 
$150,000. This makes a total of $20,- 
000,000, most of which is well covered 
by insurance. 


Biggest Lines Carried 


According to the individual reports of 
companies, the North British and Mer- 
cantile has the largest amount with 
$300,000 and the Home of New York 
comes second with $272,000. 

Munitions manufactured by the Beth- 
lehem Steel Co. also formed one of the 
principal items of loss. On Wednesday 
evening, data from the railroads was 
rot available showing just how much 
this loss would total nor how much was 
protected by insurance. Some of this 
was covered by marine policies while 
in transportation, but most of it was 
insured under a straight fire contract. 

E. L. MacKenzie, president of the 
National Storage Co. said that his Com- 
pany’s loss would probably be between 
$12,000,000 and $15,000,000. He stated 
that all of its thirteen warehouses that 
were destroyed were fully covered by 
insurance. 

The Interstate Commerce Commis- 
sion on Monday took steps to investi- 
gate the cause of the explosion. Under 
the authority of the Federal law known 
as the Explosives Act, the Commission 
detailed its chief inspector to conduct 
an investigation to establish whether 
the terms of the act had been complied 
with. 

The State of New Jersey and Hudson 
County officials have also taken action 
to discover the responsible parties and 
have arrested the respective presidents 
of the Lehigh Valley, Central Railroad 
of New Jersey, National Storage Co. and 
Johnson Lighterage Co. for examina- 
tion. 

It was the inauguration of these in- 
vestigations that prompted the fire 
companies at their meeting on Wed- 
nesday to decide to postpone action on 
adjusting the loss until the findings of 
the investigators had been made public 
and acted on. 

When interviewed by The Eastern 
Underwriter the majority of underwrit- 
ers interested in the loss were of the 
opinion that all companies would pay 
their losses as soon as they were deter- 
mined but that subrogation proceedings 
would later be resorted to. 





PRES. ROTH NAMES COMMITTEE 





To Serve With Chairman Livingston on 
Casualty & Surety Committee of 
National Association 





The following appointments have 
been approved by President E. C. Roth, 
of the National Association of Insur- 
ance Agents, to serve with Chairman 
J. K. Livingston as members of the 
Casualty & Surety Committee, created 
at the last meeting of the National 
Association of Insurance Agents, and 
authorized under an amendment to the 
constitution and by-laws: 

G. Arthur Howell, Atlanta, Ga.; Ed- 
ward F. Woods, Boston, Mass.; Fred 
L. Gray, Minneapolis, Minn.; C. J. 
Kehoe, St. Louis, Mo.; Edward B. Case, 
Chicago, Ill.; James B. McKee, Nash- 
ville, Tenn. 





Elizabeth, N. J., received nine bids 
for the workmen’s compensation risk 
of the city. 


HE SHOULD ADVANCE PREMIUM 





Would Have Norristown Agent Finance 
Assured Rather Than Accept 
Industrial Rate 





Commenting on an item which ap- 
peared recently in The Eastern Under- 
writer telling of a Norristown, Pa., 
agent who had been forced to accept 
$45 in monthly installments for a pol- 
icy he offered to let the assured—a 
woman—have for $4.88, but which she 
refused, Miss Dorothy Goldman, head 
of the statistical department of Hall 
& Henshaw, writes: 

“IT read with great interest in your 
issue of July 28, how wonderfully 
‘human’ a Norristown, Pa., agent was 
te allow a woman to pay $45 for a poli- 
cy that should have cost her $4.88. 
This agent should have advanced the 
$4.88 to the Company and collected the 
75 cents monthly from this poor 
woman until he was paid up. He should 
have helped this poor soul who found 
it so difficult to pay $4.88 all at once. 

“Suppose he had to pay $488 or $4,888 
or $48,888 at once and could not and 
his agent asked him to pay in instal- 
ments of $75 per month or $750 or $7,- 
5C0, thereby paying $4,500 where he 
should have had to pay $488. Talk of 
‘loan sharks’—‘Insurance Critic’ get 
busy and address the Almighty in this 
case.” 





STODDARTS PROMOTE STAFF 





F. C. White Admitted to Partnership— 
R. M. Bennett Advanced to 
Executive Assistant 





Frederic C. White, executive assist- 
ant of A. and J. H. Stoddart, general 
agents of the New York Underwriters 
Agency, has been admitted to partner- 
ship in that firm. To succeed Mr. 
White, as executive assistant, Robert 
M. Bennett has been appointed as 
executive assistant. 

Mr. White has had wide experience 
in the insurance business. He was for 
thirteen years connected with the Buf- 
falo Board, serving in various capaci- 
ties up to the position of chief inspec- 
tor. Afterwards he became chief en- 
gineer of the Underwriters Association 
of the Middle Department at Philadel- 
phia. He then was appointed special 
agent for the New York Underwriters 
Agency in New York State and subse- 
quently promoted to be superintendent 
of its special risk department at the 
head office. Later he was appointed 
executive assistant of the same organi- 
zation and is closely associated with 
its business throughout the United 
States and Canada. 

R. M. Bennett, who now becomes 
executive assistant, was long engaged 
in special agency work and has expert 
knowledge of rating, being one of the 
men selected to test the Dean Schedule 
in the West when it was being com- 
pleted. He was for eleven years State 


- Agent of the New York Underwriters 


Agency for Illinois and for the past 
two years has been at the head of its 
special risk department in New York. 
Mr. Bennett is the son of the late F. 
C. Bennett, long western genera] agent 
of the Aetna, and the nephew of J. B. 
Bennett, the western insurance pioneer 
from whom Alexander Stoddart, founder 
of the New York Underwriters Agency, 
took first lessons in insurance over 
sixty years ago. 





NEW MUTUALS FORMING 


Five new mutual fire insurance com- 
panies were formed in Massachusetts 
during the past year. In order to 
qualify under the laws of that State 
each secured applications for insurance 
amounting to at least $1,000,000 and 
covering at least 400 risks. Three ad- 
ditional mutuals are in course of forma- 
tion in Massachusetts. 





The Leading Fire Insurance Company 
in America” 


ARTNA INSURANCE COMPANY 


Aetna Fire Underwriters Agency 
of Aetna Insurance Co. 





Application For Agencies Invited 
WM. B. CLARK, President 








E. F. FLINDELL 
123 William Street Telephone John 2330 New York City 


Business Bound Throughout bn United States and Canada 


The Scottish Union and National Insurance Company 





WALTER F. ERRICKSON 


Newark and Suburban New Jersey Agency 
38-40 CLINTON STREET — TELEPHONE 8266 MARKET — NEWARK, NEW JERSEY 


SPECIAL FACILITIES FOR OUT-OF-TOWN BUSINESS 





HUMBOLDT FIRE INSURANCE CO., Pittsburgh, Pa. 
TEUTONIA FIRE INSURANCE, CO., Pittsburgh, Pa. 
CAPITAL FIRE INSURANCE CO., Concord, N. H. 


NEW YORK STATE DEPARTMENT 
PERCY oe witsialanaites emene caved sadhameannsatond N. Y. 


TRLAU, FREEDMAN & GENIS 


220 BROADW AY Tel. Cortland 3203 & 4 NEW YORK CITY 


Exceptional Facilities for Placing Business in New 
York City for Out-of-Town Brokers and Agents 


ASK FOR PARTICULARS 




















WILLIAM C. SCHEIDE & CO., Inc. 
HARTFORD, CONN. 


Re-Insurance in All Branches 

















American Eagle Fire 


Insurance Company 
OF NEW YORK 
HENRY EVANS, President. 


CASH CAPITAL..... ean .. $1,000,000 


ee epee $2,537,100 

Total Liabilities .............. 1,415,905 

BEE obs nde wedacsacens 1,121,195 
Policyholders’ Surplus ..............-- $2,121,195 


From Statement as of July 1, 1916 





The American Eagle—An American Institution 





HOME OFFICE: 


80 MAIDEN LANE, - - - NEW YORK 


Fire, Rent, Automobile, Tornado, Sprinkler 
Leakage, Use and Occupancy 
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DEVELOPMENT OF THE AGENCY SYSTEM 








brokerage system, etc. 


following. 





Upon the occasion of the fiftieth anniversary of the National Board of Fire Under- 
writers the Frederick A. Stokes Company, of New York, printed the history of the 
National Board, telling its story in a most interesting, comprehensive and human 
fashion, the author being Harry Chase Brearley, formerly of the Detroit “Journal.” 
In the back part of the book appeared a number of appendices prepared by Daniel N. 
Handy, librarian of the Insurance Library of Boston, giving valuable and hitherto 
unpublished data about the development of the agency system, the history of the 
The Frederick A. Stokes Company has now issued the volume 
for the general public, under the name “Fifty Years of a Civilizing Force.” 
for $2.50 and it is a most instructive volume for every fire insurance man to possess. 
The first appendix will be reprinted by The Eastern Underwriter, the initial instalment 


It sells 








When Mr. Robbins died in 1846, his 
gon continued the agency until 1854, 
when the Protection Fire Insurance 
Company failed, largely as a result of 
heavy losses incurrei at the conflagra- 
tion in St. Louis in 1849, and through 
iis Marine Department. 

For nearly twenty years, the Protec- 
tion Insurance Company did most of 
the agency underwriting in the West. 
Te Hartford ana the Aetna had a few 

agents at more important points, but, 
according to Mr. Bennett, they had less 
than two dozen each, prior to 1840. 


Became a School for Training Agents 
In 1845 several southern and west- 
ern companies endeavored to develop 
agency plants and some of them, no- 
tubly the Colonial, the Lexington, the 
Tennessee Fire and Marine, the Nash- 
ville, and the South Carolina compa- 
nies succeeded in securing a foothold. 
For a time they were better known 
through agencies in the west than any 
eastern company except the Protection 
of Hartford. Up to 1845, the Franklin 
o! Philadelphia had not over six agen- 
cies west of Pittsburgh. Mr. Robbins’ 
office became a school for training fire 
insurance men, and out of it came at 
lecst one president of an insurance 
company and several agency managers. 
Its legal adviser was Charles Ham- 
mond, a prominent lawyer at that time, 
and General Harrison, afterwards ninth 
President of the United States, was a 
frequent visitor at Robbins office. 

W. B. Robbins, the son who contin- 
ued this agency, seems to have been a 
man of entirely different tempera- 
ment. He aisliked the routine of of- 
fice work, delegated most of his super- 
visory duties to others and devoted his 
time to finance and speculation, all of 
which resulted unprofitably. Finally 
curing the Civil War he moved to Eng- 
land, and settled near Manchester, 
where he is supposed again to have 
prospered financially. His death was 
a tragedy involving both his wife and 
his children. While sailing in a pleas- 
ure yacht in St. George’s Channel with 
his family the boat in some unaccount- 
alie manner overturned and was found 
ioating later, bottom up. Nothing fur- 
ther was ever heard of any of its oc- 
ci.pants. 


Ephraim Robbins, Agent 

Mr. Robbins is thus described by 
Mi. J. B. Bennett, himself one of the 
pieneers in agency work in the Middle 
West, in an address delivered before 
tie Fire Underwriters Association of 
the Northwest, in 1876: “E, R. was a 
gentleman of the old school—aristo- 
cratic, polished and of as elegant man- 
ners as Chesterfield, about the size of 
Washington, slightly more corpulent, 
straight as an arrow, systematic and 


thorough in all his business, able and 
learned on political, social and reli- 
gious subjects, as well as a thoroughly 
good underwriter, his profound reli- 
gious convictions added daily beauty 
to his life and molded a character of 
such sterling worth and qualities in its 
aim and usefulness that we who are 
privileged to meet here to-day, whether 
we fully realize it or not, are almost 
as much indebted to E. R. as railroads 
are to George Stephenson or the tele- 
graph is to Morse.” 

Tried to Keep Business at Home 

1829—The State of Pennsylvania 
pesses a law forbidding the writing of 
insurance in companies organized out- 
side the State, whether in foreign coun- 
tries or other States of the Union. Its 
okject was to prevent the writing of 
insurance in agencies of other State 
ccmpanies, and to compel its writing 
in home companies. 

183i—The Franklin Fire Insurance 
Company of Philadelphia, newly organ- 
ized, appointed an agent at Lexington, 
Kentucky, and, by the attempted exten- 
sion of its business to another State, 
seught to provoke a discussion of the 
right or desirability of a State to forbid 
ccmpanies from other States from do- 
ing business within its border. It was 
the expectation that Kentucky officials 
being denied the comity of the State of 
Pennsylvania, would raise the question 
of extending like comity to a company 
from the State of Pennsylvania. 

1853—The Aetna established a 
branch in Cincinnati with J. B. Bennett 
in charge of it, and ultimately succeed- 
ed to much of the agency business 
which had been developed by the Pro- 
tection Insurance Company. Under 
Mr. Bennett’s direction, the Aetna es- 
tablished agents in the States of Ten- 
ressee, Indiana, Illinois, Ohio, Michi- 
gan, Iowa, Wisconsin, Minnesota and 
Kentucky. 

For several years beginning with 
1856, Mr. Bennett published for the 
agents of the Aetna, a monthly insur- 
ance review. styled the Insurance Ex- 
pesitor. This journal contained prac- 
tical information regarding fire insur- 
auce, fire hazards, insurance legisla- 
tion and matters of insurance touching 
the Aetna Insurance Company. The 
general agency established at this time 
btecame not only the first of its kind 
but the most extensive. 

Agency System Developed Slowly 

As showing how slowly the agency 
system extended itself during the first 
half century of American fire insur- 
ance, the following material, gathered 
from early reports of the New York 
and Massachusetts insurance commis- 
sioners, may be interesting. 

In 1854, o.: sixty-five stock fire insur- 
az:ce companies reporting to the Insur- 





CHAS. H. POST, U. S. Mgr. 





Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“ THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 





ance State official of New York, thirty- 
eight employed no agents whatever. 
Q£ the remaining twenty-seven the 
Home Insurance Co. employed one 
hundred and forty agents; the Conti- 
nental employed sixty-three; the Alba- 
ry employed twenty-four; the Star of 
Ogdensburg employed seventy-five, and 
the Northwestern (Oswego) employed 
seventy-four. 

Nineteen of the leading fire insurance 
companies, reporting to the New York 
State official in 1856, employed in the 
aggregate 1,017 agents. The Monarch 
Fire and Life Assurance Company, of 
London, employed four hundred agents. 
In 1856, reporting to the Massachusetts 
insurance Commissioner, the Home In- 
surance Company employed one hun. 
dred and twenty-seven agents. The 
Continental employed sixty-seven; the 
Springfield Fire and Marine employed 
s2venty-four; the Connecticut Fire em- 
ployed twenty-one. 

In 1854, of one hundred and forty 
agents employed by the Home Insur- 
ance Company, only eighty-eight were 
employed outside of the State of New 
York. Of sixty-three agents employed 
by the Continental, thirty were em- 
ployed outside of New York. of 
twenty-four agents employed by the 
Albany only one was employed out- 
side of the State. Of seventy-five 
agents employed by the Star of Ogdens- 
burg only forty-seven were employed 
outside of the State. 

These figures show to how slight an 
extent the agency system had taken 
possession of fire insurance at the end 
of the first half of the nineteenth cen- 
tury. Even the larger companies were 
still local companies confining their 
business to the State in which they 
were incorporated. More than one- 
half of the campanies in New York 
State did no azency business at all. 

In 1856 out of thirty-five stock fire 
insurance companies reporting to the 
Massachusetts Insurance Commission- 
ev only nineteen reported themseives 
as employing agents. The others did 
aimost a local business. 





The World Life & Accident Insurance 
Company has just been authorized to 
do business in California, Colorado, In- 
diana, Iowa, Georgia, Maryland, New 
Mexico, ‘North Dakota, Ohio and Wash- 
ington, making altogether twenty-one 
States in which the Company is entered. 





THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. vs HUBBARD, Vice-President 
S. JARVIS, "Secretary 
WILLIAM MORRISON, At Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 
too WILLIAM STREET, NEW YORK 








GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK. 
ORGANIZED 1859 


STATEMENT, JANUARY 1, 1916 
Cash Capital .- $1,000,000.00 


er eee $8,029,651.84 
Liabilities ...... -. $3,920,295.68 
Net Surplus ...... $3,109,356.16 
Surplus for Policy 

Holders ...... - $4,109,356.16 


‘HEAD OFFICE: 


Cor. William and Cedar Streets 

















A. K. BOUGHNER & CO. 


INSURANCE AGENCY 
Fire utomobile 
NEWARK AND VICINITY 


Brokerage Business Solicited 
38 Clinton Street 95 William Street 











of the United States 


ASSETS 

Real Estate (Equity)............. $ 254,500.00 
IE CMD aud et scenmecauee 235,600.00 
Bonds (Market Value)............ 972,966.29 
Cash in Banks and Office........ 38,387.53 
le ne 81,266.65 
Interest and Rents Due and 

ENE "Sa eeucddssiaccieresseces 27,215.03 
BR Geer AOOWRiocsicévckescccasce 4,692.31 
ME cic iimisndinien cidedeoe $1,614,627.81 


ROBERT J. WYNNE, Pres. 
New York City Agent 
WM. SOHMER, 75 William St. 
New York City 


Statement of Condition Dec. 31, 1914 


First National Fire Insurance Company 


Washington, D.C. 


LIABILITIES 

Outstanding Fire Losses.......... $ 30,278.41 
Unearned Premium Reserve...... 244,603.01 
Accrued Charges on Real Estate 18,646.29 
All other Liabilities...........0.. 8,156.78 
Capital Stock Fully —_ $877,275.00 
Capital Stock Partially 

BE ea ncesescecscconse 22,260.70 
0 ee eee 404,407.62 
Surplus to Policyholders.......... $1,303,943.32 

SE athnepxeitnisntdscctennewenen $1,614,627.81 


JOHN E. SMITH, Managing Underwriter 
Brooklyn Agent 

FRANK ECKEL BECKER, 153 Remsen St. 
Brooklyn, N. Y. 








and 10% commission to brokers. 
Surplus Line Department. 


19 Cedar St. 1015 California St. 
NEW YORK De NVEK 


Ford Bld 
DETROI 


17 St. 





ohn St. 
MONTREAL 


THESE OFFICES GIVE YOU THE BEST THERE IS IN INSURANCE SERVICE 


Capacity For Local Agents 


You can use our capacity as your-own to take care of additional business 
beyond the capacity of admitted Companies. 


Our capacity is as high as $150,000 on a single risk with immediate binders 
Guaranteed Underwriters. 
Special liberal policies for Baggage Insurance. 


Use our special 


MARSH & MCLENNAN 


Insurance Exchange, Chicago 


Nicollet Ave. 
INNEAPOLIS 


23 Leadenhall St. 
LONDON 


314 ra St. 
DULUTH 
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First Plate Glass 
“Conflagration” 


TWO BIG COMPANIES WANTED TO 
DENY LIABILITY 





Sentiment Quickly Changed—Handling 
Losses Proved Great Task—Depart- 
ment Managers Make Good 





The loss to the plate glass Writing 
companies following the explosions in 
connection with the fire on Black Tom 
Island, New York Harbor, proves to be 
of “conflagration” size and may have 
some important effects on the future 
rates and handling of this business as 
told:in another column of this issue of 
The Eastern Underwriter. The insur- 
ance loss of the plate glass companies, 
given in detail elsewhere, is probably 
not fifty per cent. of the total plate 
glass loss which will never be known. 

Liability Questioned at First 

At ten o’clock Monday morning, 
wken the streets of New York and sur- 
reunding districts were covered with 
srattered glass and the loss seemed 
unprecedented, there was an informal 
meeting of the companies writing plate 
glass, in the offices of the Lloyds Plate 
Glass Insurance Co. 

Tension was high at this meeting 
and two men, one the president of one 
of the largest plate glass writing com- 
panies in the country and the other 
representing one of the five largest 
companies, took the position that the 
companies should deny liability on the 
grounds that the explosion was caused 
by fire and that the companies were 
not liable under their policies. The 
clause in the policies on which this 
position was taken reads: 

“The company shall not be liable for 
any loss or damage resulting directly 
or indirectly from fire whether on the 
premises or elsewhere.” 

Sentiment Quickly Changed 

This attitude was strongly opposed, 
however, by every other company rep- 
resentative present with the exception 
o? two. It was argued that, granting 
that there were grounds for a technical 
question of liability, to repudiate lia- 
bility under the circumstances would 
be the greatest blow to plate glass in- 
surance that it would be possible to 
administer. 

There was no doubt about the major- 
ity sentiment of the companies repre- 
sented, but it was decided to appoint 
a committee of three to secure legal 
advice on the question. At a meeting 
later in the afternoon the question of 
liability was settled and the claims de- 
partments, many of which were al- 
ready deep in the work of surveying 
and adjusting, received instructions to 
go ahead. 

Big Task Handled With Remarkable 
Dispatch 

New York had never experienced a 
piate glass catastrophe of such propor- 
tions. The task for the limited num- 
ber of men attached to the plate glass 
cepartments of the companies, was 
monumental. Every available man was 
rushed out on adjustments, the plate 
glass dealers and manufacturers were 
prodded to an undreamed of activity 
and the plate glass department man- 
agers accomplished impossible things 
in handling the flood of claims and the 
horde of brokers and assured. Added 
to all the other pressing problems, the 
supply of plate glass was soon cleaned 
cut and glaziers were so scarce that 
they could command fancy wages. 





T. E. Guess, former general agent of 
the National Life of the U. S. A., for 
Dayton, Ohio, has been appointed 
special agent for Texas for the World 
Life & Accident. 


Casualty and Surety News 





MAY REVOLUTIONIZE BUSINESS 


EFFECT OF PLATE GLASS LOSS 








Underwriters Say Catastrophe Hazard 
Will Now Figure in Rates and In 
Acceptance of Risks 





That the loss resulting from the big 
explosions last Sunday will in many 
ways revolutionize the conduct of the 
plate glass insurance business is the 
opinion expressed by many plate glass 
underwriters to The Eastern Under- 
writer. 

The first possible change that the 
underwriters thought would be effected 
is the re-arrangement of plate glass 
= to provide for a catastrophe haz- 
ard. 

Two Changes May Result 

It was pointed out in this connection 
that this is the first “conflagration” that 
has occurred in the history of plate 
glass insurance though there has been 
evidence of a catastrophe hazard in 
several instances in the past, namely 
the explosion of dynamite at the Grand 
Central Terminal about six years ago, 
the munitions explosion at Communi- 
paw about four years ago, and the ex- 
plosion of a dynamite-laden ship at Se- 
attle recently, all of which caused large 
plate glass losses. The underwriters 
said that the hazard from explosions 
and from other sources is still existent 
in New York City and at other loca- 
tions in the United States and to the 
same extent that the conflagration haz- 
ard is reckoned with in computing fire 
insurance rates they say these dangers 
should influence plate glass rates. 

The second suggested change is in 
the method of underwriting plate glass 
risks. Heretofore, the companies have 
taken as much of any one risk and as 
much business in any one locality as 
they could procure. It is felt that now, 
however, they will follow more or less 
the practice of fire insurance companies 
in distributing their risks as far as 
possible so that when there is a calam- 
ity they suffer a minimum loss. 

It is further felt that the exhor- 
bitant increase in cost of plate glass 
in addition to this enormous loss will 
act to bring the plate glass companies 
and underwriters together for construc- 
tive co-operation in palce of the de- 
structive competition that has hereto- 
fore been a characteristic of the busi- 
ness. 





KRUMBHAAR LEAVES BUSINESS 





Head of Inspection Department of 
Casualty Co. of America Enters 
Construction Engineering Field 





Hugh M. Krumbhaar, who resigned 
as superintendent of the inspection de- 
partment and of the city liability de- 
partment of the Casualty Company of 
America as of August 1, has entered in- 
to partnership with Winfield A. Haller 
in the firm of Haller & Krumbhaar, con- 
struction engineers. 





Home Office 





Fidelity and Surety Bonds 
AMERICAN FIDELITY COMPANY 


Accident, Health and Burglary Insurance 


We have attractive contracts for good agents 


WRITE TO 


Montpelier, Vermont 





Plate Glass Loss 
Totals $232,000 


NUMBER OF LOSSES AND TOTAL 
BY COMPANIES 








Some Companies Will Pay Out More 
Than Total Losses in State Last 
Year 





Reports secured by The Eastern Un- 
cerwriter from the individual compa- 
nies just before going to press, show 
the total loss of the plate glass compa- 
nies to have been approximately $232,- 
(C0 up until Thursday noon. The num- 
ber of cases reported and the estimated 
lusses of the companies are as follows: 

Amount and Number by Companies 


Number Amt. of 

Cases Loss. 
New York P. G...... 1,600 $65,000 
Metro. Cas. 1,100 40,000 
OO Pre ert rer 700 35,000 
ae: se Gv aee eviews 230 15,000 
= 200 10,000 
DO iiadéinduweannse 150 8,000 
CN Bs 06 6.0540000% 127 6,350 
Ocean Accident ..... 159 7,500 
Commercial Cas. .... 200 7,500 
Hartford Acc. .....-. 125 5,250 
Ces. Cd. Of. AM. .060 150 5,000 
New Amst. Cas...... 100 5,000 
Great Eastern ...... 100 5,000 
a | errr 60 3,000 
OR BR ot f aeeerrrr 50 2,500 
Travelers Ind. ...... 50 2,000 
Prudential Cas. ..... 25 1,000 


1,000 
Losses for Year 1915 in New York 
For comparison with the above The 

Eastern Unaerwriter publishes’ the 

losses of these same companies for 

New York State for the whole of 1915: 


Losses 
Naw Tork BP. -G. ccc cccstocseeds $76,908 
Oe a EL ee eres ree 57,889 
BREE  ccurasedecsdabtgnaes S08 44,631 
Of Oy: eae ers rer ot 32,578 
>, ee Serer rr eee 17,203 
DE co ccebdadbendedeueeeeaeeee 9,876 
CE SN. ote dee vbceteu ee ear 8,842 
Ceenn AOoiGeRt ...ccsccccescds 5,859 
Commercial Cas. ...ccccccscsoce 3,188 
Hartford Accident ............ 1,943 
Cee. CO.. GE Bs ccc cvicccivcnesé 21,344 
Saree DE. TOON. 0 oan si cecssncaie 13,824 
Greet TRSGOPR 2. cc cccse ee escs'c 11,353 
a” Serer rr eres 7,399 
fe % Ao Mesereereereerern 6,767 
Oo: Serer rr ss 215 
PraGential COs. ..ccccesvsesess 4,055 
i ee ee 4,015 





NEW YORK METROPOLITAN DEPT. 
100 William Street 





Geueral Acrident 


Fire and Life 


Assurance Corporation, Ltd. 
Perth, Scotland 

FREDERICK RICHARDSON, United States Manager 

General Building, 4th and Walnut Sts., Philadelphia 


Accident—Health—Liability—Workmen’s Compensation 
Automobile —Elevator—Teams—Burglary—Etc. 


NEW ENGLAND DEPARTMENT 
18 Post Office Square, Boston 











Underwriters are agreed that the 
premiums received in Greater New 
York approximate eighty per cent. of 
those received in the entire State 
which, according to the above figures, 
places the losses of some companies 
in excess of those paid during the 
whole of 1915. 





“WE BEAT ALL COMPETITORS” 





Casualty Company’s Advertisement 
Looks Funny to William Street Al- 
though Its Truth Is Conceded 





One of the smaller casualty compa- 
nies inserted an advertisement in a 
New York daily newspaper Wednesday 
morning which read: : 

“We beat every competitor in 
the land replacing broken glass 
which we insure. 

“Come where you can get real 
service.” 


The “ad” was set in big “scare” type 
and presumably referred to the losses 
in connection with the Black Tom Is- 
land explosions. To one who was in- 
nocent of any knowledge of the volume 
of plate glass business carried by the 
different companies, this would look like 
commendable enterprise. It is notice- 
able by contrast, however, that the 
more important plate glass writing com- 
panies are making no claims about hav- 
ing cleaned up adjustments on these 
losses. Every available man in these 
companies is working day and night, 
making surveys and commandeering 
glass and glaziers wherever possible. 
These companies don’t expect to have 
completed work on their losses for 
many days yet. This company’s adver- 
tisement, accordingly, carries an in- 
ference that makes its claims ridiculous, 
if true, and their truth is conceded. 





CHANCE TO BOOM PLATE GLASS 





Live Offices Are Using Big New York 
Explosion Loss to Write This 
Business 





The great plate glass loss in New 
York and New Jersey in connection 
with the munitions explosions and fire 
last Sunday morning, is being used to 
good advantage by some of the live 
offices. A large increased business is 
coming in, some of it simply from the 
force of example, where a neighboring 
plate had been shattered by the shocks. 
The increased cost of plate glass has 
made insurance more than ever neces- 
sary. 





OPENS PHILADELPHIA BRANCH 


The Casualty Co. of America will 
open a branch office in Philadelphia for 
the handling of Eastern Pennsylvania, 
Southern New Jersey and Delaware, 
and have appointed H. C. Free as resi- 
dent manager. Mr. Free was formerly 
manager of the casualty department of 
the Sturtevant Corporation, and pre- 
vious to that was special agent cover- 
ing the same territory for the London’ 
and Lancashire Indemnity. 
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VIOLATE TERMS OF POLICY 


BUT COURT HOLDS COMPANY 








Accident Policy Put in Mail Never 
Reached Assured—Premium Not 
Paid—Defining Credit 





The conditions in a personal acci- 
dent policy have little binding effect on 
either party if accompanying condition 
and previous practice can be shown. to 
constitute a waiver of those conditions. 
This is the feature in a decision just 
made by the Supreme Court in which 
it was decided that acceptance of the 
application and its deposit in the post- 
office completed the contract; and that 
agent. 

An application was made August 14. 
The policy was sent August 17, by the 
agent, through registered mail with a 
letter asking for prompt payment of the 
premium. On August 18, the post 
master notified the insured, but he 
failed to call for the mail and on the 
20th notified him again. Later he noti- 
fied the insured by telephone several 
times, but the mail was not called for. 
On September 10, the agent wrote to 
the insured for the premium, butit was 
not paid. On September 12, the insur- 
ed died as a result of an accident with- 
in the terms of the policy. After the 
death the agent ordered the policy 
beck and returned it to the company. 
Former Transaction Established Credit 

The ‘insured was a physician and 
very busy during office hours. Two of 
his children, the post master and the 
clerk were allowed to testify that the 
dector intended to call for the policy. 
‘lhe company did not exercise its right 
to have the policy returned after the 
expiration of five days and after the 
arrival at the destination post office. 

In 1908 the same agent and the same 
insured had dealings about an accident 
pelicy in which credit was given and 
extended beyond the usual period, and 
again in 1910 a new policy was written 
for the insured and delivered to him, 
and after some time it was returned 
and cancelled without the premium be- 
ing collected. These instances seem 
to have been the basis of a credit be- 
tween the insured and agent. 

At the trial of the cause the jury 
found in favor of the beneficiary and in 
reviewing the case, the Supreme Court 
of Wisconsin say in part: 

“If a person applies to an insurance 
company for a policy of insurance, the 
application is accepted, and policy is 
unconditionally deposited in the post 
office, addressed to the applicant, 
either by the company direct or 
through its agent, he, later, to pay the 
premium therefore, and there is nothing 
to the contrary expressed in the poli- 
ey a binding contract of insurance is 
thereby made. * * * 

“Credit may be given for the first pre- 
mium and, if not expressly given, it 
may be shown to have been given by 
c'rcumstances characterizing the trans- 
action and the general course of busi- 
ress as conducted by the insurance 
company, through its agent. * * * 

‘ Constituted a Waiver 

“The unexplained delivery of a policy 
without payment of the premium is 
prima facie proof of an extension of 
credit. 1 Joyce on Insurance, S. 85. In 
Washoe Tooi Mfg. Co. v. Hibernia Fire 
Ins. Co., 66 N. Y. 613, the policy pro- 
vided that the company would not be 
liable unless the premium was actually 
puid to it. The policy was delivered 
without requiring payment. Payment 
was, thereafter, several times unsuc- 
cessfully demanded. The policy was 
rot cancelled nor was the holder noti- 
fied that it would be void unless pay- 
ment was made. The court held that 
the jury was justified in finding that 
the waiver of payment continued up to 
tke loss and the company was liable. 
In Tomsecek et al., etc., v. Travelers’ 
Insurance Company, this court review- 
ed many cases on the subject, holding 
that a general agent of an insurance 
company may waive the time of pay- 
ment of the first premium, notwith- 


’ 


standing a provision in the policy that 
it will not take effect in advance of 
payment. The policy here did not con- 
tain any such provision. * * * 

“While it is true that in making an in- 
surance contract, the same as any 
other, it is essential that there shall 
be a meeting of minds; that does not 
mean that there must be an express 
agreement upon all details. The ac- 
ceptance by an insurance company of 
an application for one of its policies 
and an unconditional deposit in the 
post office of such a policy, properly 
acdressed, involves all requisites of a 
meeting of minds. Commonwealth Mu- 
tual Insurance Company v. Knabe & 
Co., supra; Richards on Insurance 
(3a Ed.) S. 79.” 

The judgment of the lower court was 
modified by reducing the same in the 
amount of the uncollected premium. 
Ctherwise the judgment of the lower 
court was upheld. Hartwig v. Aetna 
Life Ins. Co. lus N. W. Rep. (Wis.) 280. 
Digested for The Eastern Underwriter 
by Geo. J. Kuebler of the Chicago Bar. 





SCHRAMM & GRITMAN ORGANIZED 





Become Special Agents of U. S. Fidel- 
ity & Guaranty for Hudson 
County and Vicinity 





The United States Fidelity & Guar- 
auty has appointed Schramm & Grit- 
man special agents for all lines of the 
Company for Hudson County, New Jer- 
sey, and vicinity. The appointment 
takes effect immediately. 

John C. Schramm has been special 
agent for the Company in Jersey City 
for a long period’ of years, specializing 
on bonds. DeWitt C. Gritman has been 
special agent of the Company for 
Northern New Jersey for the past four 
years and has built up a consider- 
able business among local agents and 
New York brokers. 

He formerly worked along the same 
lines as special agent for the Fidelity 
and Casualty prior to going with the 
U. S. F. & G. 

The firm of Schramm & Gritman was 
organized to assume the special agency 
of the Company for all lines for the 
development of Hudson County and 
vicinity and increasing the service of 
the Company to New York brokers on 
Jersey business, and has leased offices 
at 15 Exchange Place, Jersey City. In 
this connection, the U. S. F. & G. has 
arranged for the losses in that State 
to be adjusted through the Jersey 


office. 





LESS VOLUME; MORE PROFIT 





Fidelity & Deposit Cuts Down Burglary 
Business, But Result Is 50 Per Cent. 
Net Increase 





The volume of burglary business 
written by the Fidelity & Deposit has 
been materially cut down by the Com- 
pany in order to eliminate unprofitable 
classes of business and in explaining 
the result of the changed underwriting 
practice, the Company says: 

“No better illustration of the old 
proposition of quality vs. volume could 
be had than the Company’s experience 
on burglary business for the current 
year. The premium income of that de- 
partment has materially decreased 
through the elimination at certain 
points of accounts notably bad as to 
experience. The volume thus elimi- 
nated was very substantial but the 
losses and expenses on that volume 
were even more so. 

“In 1916 on a materially decreased 
burglary business the Company has to 
date made an increase of 50 per cent. 
in actual profit over the profit derived 
from the burglary department for the 
same term of last year. 


“There is only one answer to the‘ 


proposition of quality vs. volume and 
that is quality. A big volume of good 
business is ideal but a big volume of 
promiscuous business is more of an 
ordeal.” 


Organization of a Multiple-Line Office 


(Continued from page 12.) 


tinuing as such after the merger of that Company with the New England in 
July, 1915. In January, 1916, Mr. Walter Worth became co-manager with Mr. 
Southworth. On March 1 Mr. Southworth and his organization (with the ex- 
ception of Mr. Worth) joined the Aetna. 
M. A. Jameson, Assistant Manager Bonding Department 
M. A. Jameson, assistant manager of the bonding department, is a gradu- 
ate of St. Lawrence University and was admitted to the bar in 1911. He came 
to New York City from Ogdensburg, N. Y., going with the old Bankers’ Surety 
Co., which shortly after was taken over by the Maryland Casualty Co., with 
which Company he continued acting as assistant manager of the New York City 
bonding department. In May, 1912, he joined the forces of the Empire State 
Surety, where he was placed in charge of the court bond department, and was 
assistant secretary. In October, 1912, Mr. Jameson came with the Aetna. 
John N. Thurlow, Superintendent Burglary Department 
The supervision of the burglary department is in the hands of John N. 
Thurlow, a graduate of Columbia ’06, and the possessor of a degree of Bachelor 
of Arts. His first experience was with the Aetna Indemnity Company in Octo- 
ber, 1906. He joined the burglary department of the Aetna when it was organ- 
ized in New York in November, 1908, as superintendent. The Aetna is one of 
the leading companies in point of volume, and its experience has been profitable. 
W. C. Gallaer, Superintendent Plate Glass Department 
The plate glass department of the Aetna—and this is a branch of the busi- 
ness where considerable skill in underwriting as well as diplomacy is needed— 
is presided over by William C. Gallaer, who has had twenty-two years’ experi- 
ence in plate glass. Seventeen years of this time was given to the Fidelity & 
Casualty Company, for whom Mr. Gallaer traveled extensively as special agent 
in New York, Massachusetts and Connecticut. He came with the Aetna as 
superintendent of its plate glass department five years ago. 
Burton E. Emory, Superintendent Claim Department 
The Aetna’s claim department is quite an office in itself, with a personnel 
of about 125, including clerks, stenographers, adjusters and legal force. It is 
in charge of Burton E. Emory. Superintendent Emory’s early training was in 
the legal end. Following his graduation from the Albany Law School he was 
admitted to the bar, later receiving his first claim training with the Metropolitan 
Street Railway Company, a pretty good school. His early insurance connections 
were with the General Accident and the Casualty Company of America; and 
for a time he was in charge of the claim department of the old Philadelphia 
Casualty Company. He then came to the Aetna. 
C. E. McDonnell, Chief Pay-roll Auditor 
The chief pay-roll auditor of the Aetna Life’s New York branch office is C. E. 
McDonnell. Mr. McDonnell began his insurance career with the Fidelity & Casu- 
alty Company as a clerk, after seven years beconfing a traveling pay-roll auditor, 
visiting agents in all parts of the country. In July, 1907, he resigned to go with 
the Aetna Life as a local pay-roll auditor, and was advanced to chief auditor 
in 1910. 
Joseph EF. Quinn, Superintendent Inspection Department 
The inspection department at the branch office of a multiple line casualty 
company is an important and interesting part of the organization and requires 
trained men for its proper handling. Joseph E. Quinn is Supervisor of Inspec- 
tions at the Aetna’s New York branch. He entered the insurance business in 
Chicago in 1906 in the capacity of inspector for the Aetna Life in the accident 
and liability department under George Tramel, then manager of the liability 
department for Marsh & McLennan, general agents of the Aetna. Mr. Quinn 
continued in that connéction until 1912 when he left to organize the Western in- 
spection department of the Globe Indemnity. After nine months’ absence he 
returned to the Aetna in Chicago. He came to New York in 1914 in the capacity 
occupied at present. Mr. Quinn is a graduate of the public and high schools of 
Chicago. He has had a practical education as a machinist and in elevator con- 
struction work, having been with the Otis Elevator Company, and in the Naval 
Service of Uncle Sam where he served four years. He has been actively en- 
gaged in a number of compensation States and is ably fitted to handle the 
affairs connected with his department. 
In brief this tells the story of the Aetna branch at 100 William Street, and 
of the personalities which have made that office such an important factor in the 
insurance life of the metropolis. 





The Fidelity and Casualty Company of New York 


Metropolitan Office—92 William Street, New York City, N. Y. 
ANNUAL STATEMENT, DECEMBER 331, 1915 






UNE -daxeieensyscdessnd soessensnresasiadesmewensheatébdneseaneree 12,726,400. 
Liabilities ...... ous ¢ ae 
ee +++ 1,000,000.00 
Surplus over all liabilities...... + 3,%49,541.61 


Losses paid to December 31, "ES SE REIS FIR 52,159,863.76 


This Company issues contracts as follows: Fidelity Bonds; Surety Bonds; Accident, 
Health and Disability Insurance; Burglary, Larceny and Theft Insurance; Plate Glass In- 
surance, Liability Insurance—Employers, Public, Teams (Personal Injury and Property 
Damage), Automobile (Personal Injury, Property Damage and Collision), Physicians, Drug- 
gists, Owners and Landlords, Elevator, Workmen’s Compensation—Steam Boiler Insurance; 
Fly Wheel Insurance. 
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Special Talks With Local Agents 




















The point that many a 

Make Your signature on an applica- 
Selling Point tion is lost by the fail- 

Plain ure of the agent to 

make his main point 

plain to the prospect is dealt with as 

fellows in the current issue of the 
“Preferred Pilot”: 

“Every man is influenced by an out- 
side force—a force that impresses for 
or against. The favorable impress 
comes from directness of appeal—from 
plain facts plainly stated. The unfa- 
vorable impress comes from facts am- 
b.guously stated in language garnished 
with words that while demonstrating 
fluency of speech do not emphasize and 
drive home a comprehension of facts. 

“Insurance selling is not the result 
of fluency of speech. Sales are not 
made through smoothness of phraseol- 
ogy but through ability to convey ideas 
in plain words, easily understood. 

“There is much nonsense about the 
alleged art of insurance selling. There 
is no specific or special art about it. 
The sole requisite is making a clear, 
concise statement of what you have to 
sell. To create a desire for your goods 
the prospect must be made to under- 
stand exactly what you have to sell and 
that it is a necessity. 

“If there be such a thing as art in 
selling insurance it can be epitomized 
in three words, make it plain, and 
there is but one way to accomplish it. 
Study your business thoroughly—know 
it from the ground up, know the rela- 
tionship of agent to company, of solli- 
itor to solicited. Know fully the con- 
tracts you have to sell. Then put your- 
self in your prospect’s place. 

“Make your statement so that he will 
catch on to every point you make. Do 
not use words for words sake or to im- 
press with superior knowledge. Be 
brief, be plain. You believe in what 
you are selling—show your belief in 
your earnestness and in plain words. 
Don’t assume anything—don’t argue, 
don’t wander—simply show him. Make 
it plain.” 

s + * 
The “Standard Cog,” 

Proper Use published by the 
of Advertising Standard Accident, 

Matter contains in this 

month’s issue an inter- 

esting eulogy on the practice of agents 

to store the advertising pamphlets, 

etc., sent them by the Company on 

their shelves. The Company upbraids 
them as follows: 

“When you go fishing do you throw 
the bait in the water and wait for the 
fish to come, jump into your boat? 
Foolish question, isn’t it? 

“After you have mailed the splendid 
advertising matter which we give to 
you, do you sit in your office and wait 
for the prospects to roll in and order 
a policy? Foolish practice, isn’t it? 

“This Company spends a world of 
money every year on the very finest 
advertising matter issued by any com- 
pany. The money that we spend on 
printer’s ink is always spent with an 
eye to artistic results as well as adver- 
tising results. What are you doing 
with this printed matter that we fur- 
nish to you? What system do you use 
in getting the best out of the advertis- 
ing matter with which we are furnish- 
ing you from time to time? Your sys- 
tem and your method will govern en- 
tirely your results. In the use of ad- 
vertising matter system is very neces- 
sary. No complicated system need be 
employed. In fact, the most effective 
system in use is very simple. Make a 
list of 130 men in your community 
which in your estimation would be 
prospects for insurance this month. 
Every morning before you leave your 
office, mail your circulars or your let- 
ter with your circular, to five of these 
men, following with a personal call the 
second day after your mail has left 
your office. Continue this, and you 
will find that at the end of the month 
you have seen 130 men, and that you 


have been introduced by your little 
circular, or your advertising matter. 
Some agents elaborate on this system 
by sending two or three circulars or 
letters in succession before calling. 
Perhaps the last named system is the 
best, because it creates the greatest 
impression upon the mind of the man 
that you will eventually see. 

“We are very glad to furnish our ad 
vertising matter in any quantities that 
you may want, within reason. We are 
very glad to have our advertising man 
spend all his time and his brains in 
devising schemes for you to work out, 
but after we have spent the money and 
the time, we think it only fair that we 
ask you to be consistent in its use.” 

- a 7 


When the courts recess 
Trustees for the summer a certain 
and quietus is placed on Judi- 


Receivers cial Bonding business, but 

some opportunities in this 
direction are continuous throughout the 
summer. Among these is the possibility 
of writing bonds covering trustees and 
receivers. Ordinarily it is wise to 
watch the Bankruptcy Courts, and when 
petitions in bankruptcy are entered to 
follow up all lines in order to secure 
the bonds which will be required in 
due course. But when the court is re- 
cessed this procedure is obviously im- 
possible. Under this condition it is 
necessary to cultivate the friendship of 
attorneys who can post you as to cases 
which may come up, @r better, to keep 
in touch with the Referee, who is an 
officer of the court, and who appoints 
receivers or trustees when petitions 
are entered. 

There will be no pause, because of 
summer recesses, in the appointment 
of trustees and receivers, and agents 
bent upon swelling their income from 
the bonding business during the sum- 
mer months will do well to keep their 
lines out as suggested. The business 
is, as a general rule, desirable from the 
company’s standpoint, and often the 
Referee has joint custody, which en- 
hances the value of the risk from an 
underwriting standpoint. — “Co-ordina- 


tor.” 
. o <2 


H. G. Kenniston, in the 
“Mien Wanted” current issue of “Can- 


a Sign of dor,” the _ publication 
Prosperity of the Commercial 
Casualty, developed a 


good alibi against the accusation that 
the present prosperity of the country 
is but temporary in the sign frequently 
seen reading “Men Wanted.” He says: 

“Everywhere we see the sign ‘Men 
Wanted’—this certainly is an indica- 
tion of industrial conditions in this 
ccuntry to-day. 

“There is work for everyone. All 
who want to work are ‘on the payroll.’ 
Higher wages are being paid now than 
ever before. In many sections there is 
a scarcity of labor. 

“Are you taking advantage of these 
times? You can answer in the affirm- 
ative only if you are writing more busi- 
ness than you ever did. 

“Industrial conditions govern the rise 
and fall in your bank account. If you 
aren’t making a decent living in these 
flying times you haven’t made a decent 
effort. 

“Opportunity is now knocking at 
your door. It does not knock and run 
away, but at this time it is keeping up 
a continuous pounding. We hope these 
conditions will continue indefinitely, 
tut sometimes in the future, maybe far 
distant, we will hear of men being 
‘layed off.’ Now is the time to provide 
against that. In the years of plenty 
the wise man stores up for the years 
of famine. 

“Now is the time to do business. 
Right now if you put forth your best 
energies and take advantage of the 
prosperous times, you will have a good 
foundation should conditions change.” 





A Strong Casualty Company 


ACCIDENT PLATE GLASS 
AUTOMOBILE 


GEORGIA CASUALTY COMPANY 


MACON, GEORGIA 


Surplus and Reserves as to Policyholders over $1,000,000 


Writes the Following Forms of Casualty Insurance 


BURGLARY 
AGENTS WANTED IN UNDEVELOPED TERRITORY 
Apply PETER EPES, Agency Manager, Home Office 


W. E. SMALL, President 


HEALTH LIABILITY 
ELEVATOR TEAMS 








HEAD OFFICE 


CHICAGO 
F. W. LAWSON 


General Manager 
Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 





OF 


THE SIGN OF GOOD CASUALTY INSURANCE 





Established 1869. 


London Guarantee & Accident Co., Ltd. 


LONDON. 


F. J. WALTER 
Resident Manager 
55 JOHN STREE? 

New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 


Resident Managers 
New Englan 





ENGLAND 








HOME OFFICE, 


PLATE GLASS 
PERSONAL ACCIDENT 
HEALTH 


Vice- Pres 


The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 


CHARTERED 1874 


POLICIES 


EUGENE,H. WINSLOW, President 
S. Wm. Burton, Sec 


RELIABLE AND ENERGETIC AGENTS WANTED 


47 CEDAR STREET 


OF THE MOST 
APPROVED FORM‘ 


Alonzo G Bro 4 








PREPAREDNESS 








The ACCIDENT and HEALTH Business 


Is Growing Faster Than Any Other Casualty Line 
Are You Prepared to Write It? 


We Want Agents and We Are Prepared to Equip and Help 
Them! 


Prudential Casualty Company 
INDIANAPOLIS 
Branch Office—80 Maiden Lane, New York City 








D. B. Wood, of Minne- 
Service apolis, manager of the 
Surety surety department of the 


Premiums Fidelity & Deposit’s office 

there, says: 

“The general public does not seem to 
differentiate between suretyship and in- 
surance. Is it not true that the average 
applicant for a fidelity or surety bond 
is under the impression that the charge 
is such as to obligate the Company to 
accept on a basis of average the major- 
ity of risks submitted? He fails to 
realize that the rates quoted are mod- 
erate because the Company considers 
them largely as ‘service premiums.’ 

“Does the average client also have 
any idea of what the risk costs the 
Company from the time the bond is 
executed until the cancellation evidence 
is secured, and does he stop to con- 
sider that after exercising the utmost 
care in underwriting there are bound 
to be losses which, coupled with the 
cost of securing and handling the busi- 
ness, make the profit of the bonding 
company nominal? 

“The Company and the bonding busi- 
ness in general would be looked upon 
in a different light by a great many 
clients, brokers and agents if branch 
managers and general agents made it 
a point to explain that the premiums 
charged are largely based on service 


Facts—facts—facts! It’s a 


Know word that epitomizes every 
the success since the world be- 
Facts gan. Your motive was right 


but your judgment was at 
fault because you didn’t have all the 
facts. You knew just enough about the 
subject to bias your decision. Just so 
far as you have the facts, to that de- 
gree are you master not only of your 
proposition but of every other indi- 
vidual who possess a lesser knowledge. 
Facts win to success—he who knows, 
grows. Every constructive act is based 
on fact. The facts are there—it’s up to 
you to get them. Facts create, half- 
facts stagnate. Every failure has hap- 
pened because somebody didn’t have 
the facts. Big men take chances—-but 
they don’t take a chance when a fact 
can be obtained. Courage created the 
San Francisco Exposition—but it was 
the builders’ knowledge of facts which 
made it a financial success. Dig down 
into your proposition—know it, don’t 
guess it. There are three reasons why 
you don’t get all the facts—lack of fore- 
sight, lack of ambition or lack of cour- 
age. The man who hesitates to seek 
the facts, hesitates in his acts. Facts 
guide the surgeon’s scalpel, they direct 
the astronomer in his observatory, the 
scientist in his study and the salesman 
in his work. 





20 THE EASTERN 


UNDERWRITER August 4, 1916. 





THIS IS 1,000 ISLANDS’ MONTH FOR 


200 HAPPY BANKERS’ LIFE MEN 


BANKERS LIFE COMPANY, DES MOINES, IOWA 











WORTH KNOWING 


Suppose that you are insured in the United Life and Accident Insur- 
ance Company of New Hampshire for $5,000 under the Company’s Triple 
Indemnity Plan, what does your Policy guarantee to do? 


ANSWER: 


FIRST, it guarantees that in case of death from any cause, $5,000, the face of the 
Policy, will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or DOUBLE the 
face ms the Policy, will be paid. 

HIRD, that in case of death from a SPECIFIED accident, $15,000, or THREE 

TIMES e face of the Policy, will be p 

BUT THIS IS NOT ALL. The a eident Disability Endorsement FURTHER guar- 
antees that in case of total disability as a result of accidental injury, the Company 
will pay direct to YOU at the rate of $50 PER WEEK during such disability, but not 
to exceed 52 weeks, after which the weekly indemnity will be at the fae of A | PER 
WEEK throughout the Fe of disability. Can insurance do MO why 
should any man be satisfied with a policy that would do less? The ong is low. 

Agents wanted in Maine, New Hampshire, Vermont. Connecticut, Pennsylvania, 
North Carolina, South Carolina, Tennessee, Georgia, Delaware, Maryl and, Mississippi, 
Kansas, Missouri. An opportunity for Life Insurance Salesmen of ability. Address: 


United Life and Accident Insurance Co. 
Hmoe Office, United Life Building - Concord, New Hampshire 























Security Mutual Life Insurance Company 
Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 


Industrial and Ordinary Insurance 


The WESTERN and SOUTHERN LIFE 
INSURANCE CO. 


Home Office .......... CINCINNATI, O. 
Organized February 23, 1888 W. J. WILLIAMS, President 
DE. <A Be COM RN OO Ree Swe eee eee $ 8,763,565 
SS Re ee ee ae 79,619,535 


Branch offices in all the larger cities of Ohio, Kentucky, Indiana, West 
Virginia and Western Pennsylvania 


AGENTS WANTED 











SPECIAL AGENCY OPENINGS 
FOR 


OHIO and ILLINOIS 


PHILADELPHIA LIFE INSURANCE CO. 


JACKSON MALONEY, Manager of Agencies 
PHILADELPHIA 


ALL STANDARD FORMS OF LIFE INSURANCE POLICIES 


Pensions for Individuals 
Pensions for Superannuated Em- 
ployees of Business Institutions 
Pensions Instead of Legacies Under 
Wills and Trust Agreements 


We can use a few high grade salesmen in this fruit- 
ful, rapidly growing field 


The Pension 
Mutual Life Insurance Company 
PITTSBURGH, PA. 











Authorized Capital $500,000 


Arirnit National Hire 
Iusurance Co. 


DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 
lines of permanence 


AGENCY CONNECTIONS SOLICITED 





The Columbian National Fire Insurance Company 


T. A Lawler, Pres. H. P. Orr, Sec.-Treas. 
JANUARY Ist, 1916 

ee ee eae ee ‘eeeeeee $1,571,954.84 

Surplus to Policyholders..... $1,257,680.79 


EASTERN DEPARTMENT, Scranton, Pa. 


Massachusetts, Rhode Island, New York, 
New Jersey, Pennsylvania and Maryland 


James J. Boland, Manager 
Reliable agents wanted in unrepresented territory 
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San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 









U. $. Gash Assets, Dec, 31, 1914 $14,814,383,94 
Surplus, - - + + 4,841,887.19 
Losses Paid by Chicago Fire, 187!  3,239,491.00 
Losses Paid by Boston Fire, 1872  1,427,290.00 
Losses Paid by Baltimore Fire, 1904  1,051,543,00 















Liverpool 
amo Fondon 

ano Globe 

Insurance Zo. 


CIMICED 













Over $147,000,000.00 


Losses Paid in the United States 


HENRY W. EATON, Manager 

G. W. HOYT, Deputy Manager 

HUGH R. LOUDON, Assoc. Deputy Mgr. 
J. B. KREMER, Asst. Deputy Manager 
T. A. WEED, Agency Superintendent 


NEW YORK OFFICE 


80 William Street | 




















